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Clearing the Record 
Olds Hits High 
The Lincoln Highway 
Finding the Farmers 


By 
Chris Sinsabaugh 


DAPTING Al Smith’s “We 
might just as well have the 
record straight” which bobbed up 
in the controversy over the White 
House invitation, to his own case, 
Dave Ralston, Oldsmobile gen- 
)eral sales manager, closed his 
{ books on 1935 Tuesday afternoon 
| at quitting time and with par- 
| donable pride gave this column 
HIS record. 

In Ralston’s case “record” is 
| plural, for in production, sales, 
and employment all-time highs 
‘were set for this 38-year-old 
company, granddaddy of ’em all 
as of today. 

* . ok 

I DIDN’T HAVE to take Ral- 
ston’s word for this—he had his 
facts and figures, which he took 
}out of his card index files, which 
j}show that this pioneer company 
built 183,000 cars in the calendar 
year of 1935 as against 82,500 in 
the same period in '34. In per- 
centage that is a jump of 122 per 
cent and ’34’s production was 
more than double that of ’33! 

\ That production was President 
Charles McCuen’s contribution. 
(It was Ralston’s job to peddle the 
| product. 
& * * * 
| RALSTON WASN’T born in 
(Lansing, so it is impossible to 
\use my pet phrase, “local boy 
/makes good,” but a review of his 
| work in the year just ended 
shows that he did “make good.” 
! With 183,000 units to sell, the 
“ books tell me that domestic re- 
)tail sales for 1935 exceeded 155,- 
|000, an increase of 111 per cent 
)over the 73,749 of ’34 and far 
jahead of 1929, the previous best 
| year. Necessarily, there are 
}about three months of '36 produc- 
tion in this count, which would 
indicate 28,000 units unaccounted 
for. That’s easily explained. 
,though—dealer’s stocks and ex- 
| port. 


* . +. 
ACCEPTANCE OF the ’36 ver- 
sion of the “car that has every- 
thing” is indicated in Ralston’s 
report for the final quarter in 
which 14,631 domestic sales were 
made at retail, 21 per cent more 
than the 33,352 sold in the first 
quarter of ’35, also an announce- 
ment period. Sales for the first 
20 days of December totaled 9,- 
888, another one of the all-time 
jhighs about which the McCuen- 
| Ralston combination can justly 
‘ brag. 
It costs money to move the pro- 
duct and an interesting sidelight 
on this review of facts is that 
; Oldsmobile last year spent $1,- 
{ 000,000 a month for freight and 


(Continued on Page 19, Col. 3) 
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Ramspeck Gets Rattled 


— 4 





JAMES B. WAGSTAFF 


Wagstaff N. amed 
Gen’! Sales Mer. 
Of De Soto Corp. 


Detroit, Jan. 3—James B. Wag- 
staff, formerly director of adver- 
tising and sales promotion for 
the Plymouth Motor Corp., today 
was appointed general sales man- 
ager of the De Soto Motor Corp. 
He will have complete charge of 
sales and will assist L. G. Peed, 
vice-president and resident man- 
ager. 

The appointment was announced 
by Byron C. Foy, president of 
De Soto. Wagstaff has been with 
Chrysler Corp. since 1928, when 
he became assistant sales promo- 
tion manager of the Chrysler 

(Continued on Page 5, Col. 2) 


Would Prohibit 
Interstate Sale 


Of Fast Vehicles 


By WILLIAM ULLMAN 


Washington, Jan. 3. — 
With the convening of the 
second session of the 74th 
Congress today the stage is 
set for foreshadowed efforts 
to inject the might of the federal 
government into the traffic con- 
trol problem. The entering wedge 
will probably be introduction of 
a bill by Rep. Robert Ramspeck, 





Democrat, of Georgia, to limit 
the manufacture of motor ve- 
hicles to cars capable of making 
j not more than 60 miles per hour. 


Ramspeck, announcing his in- | 


tention, said he would invoke the 
interstate commerce clause of the 
constitution to prohibit the ship- 
ment of high-powered automo- 
biles in interstate commerce. 

Virtually all elements of motor- 
dom will, of course, oppose the 
Ramspeck plan and there is a 
general absence of apprehension 
that such a bill as he proposes 
can pass. Any chance the Dill 
might have at other times is 
nullified, observers believe, by the 
fact that this is general election 
year and legislators will be loath 
to support any controversial meas- 
ures which may alienate any 
large group of voters. And steps 
to limit automotive horsepower 
would most certainly arouse the 
ire of the driving public in gen- 
eral, they assert. 

Representatives of the manu- 
facturing industry will watch the 
trend of Ramspeck’s efforts close- 


(Continued on Page 17, Col. 1) 


Dodge Announces 1936 


Line of Commercial Cars 


Detroit, Jan. 3.—"eaturing 
“fore point” load distribution, hy- 
draulic brakes, “pre-proved” econ- 
improved appearance and 

springs, Dodge di- 
Chrysler Corp. an- 


Amola steel 
vision of 


nounces a new series of trucks | 


and commercial cars for 1936. 
This new line will consist of the 
following chassis models: One- 
half, three-quarter, one, one and 
one-half (in two _ series), two, 
three and four-ton models. Spe- 
cially built custom Airflow models 
also will be offered. 


Among the important 
trucks is the “fore point” 
distribution, through which the 
load is shifted forward in relation 
to the axles. This insures greater 
stability, a minimum of over-all 
length, more nearly equalized 


(Continued on Page 12, Col. 1) 


innova- | 
tions marking this new line of | 
load | 





The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN today. 
1935 1934 
Pos. Make Pos. 
1—771,925 Ford 516,462— 1 
2—592,913 Chev. 509,165— 2 
8—350,454 Plym. 290,654— 3 
4—161,791 Dodge 86,171— 4 
5—135,163 Olds 69,530— 6 
6—129,111 Pont. 70,501— 5 
7— 75,344 Buick 59,210— 7 
8— 67,079 Hud.* 57,065— 8 
9— 36,984 Chrys. 26,704—10 
10— 35,575 Stude. 39,447— 9 
*Includes Terraplane, 
Total All Makes 
2,506,714 1,813,201 
See total registrations to 
date—pages 16 and 17, this 
issue. 











W. M. PACKER 


Packard Names 
Packer General 
Sales Manager 


Detroit, Jan. 3—W. M. Packer 
has been named general sales 
manager of Packard Motor Car 
Co. For the past year Packer 
has been sales manager for the 
“120” line and R. E. Chamberlain 
in charge of the senior line. The 
new move combines the sales di- 
visions under Packer, with Cham- 
berlain as his assistant. M. M. 
Gilman will devote his full time 
to the duties of general manager. 
At the same time the appoint- 
ment of R. E. Chamberlain as 
assistant sales manager in charge 
of the eastern division and L. W. 
Slack, assistant sales manager in 
charge of the western division, 
was made known. 

Packer joined Packard as sales 
manager of the “120” division, 
with the advent of Packard’s 


(Continued on Page 5, Col. 5) 


Canadian GM 
Saies Far Above 


Former Records 


Oshawa, Jan. 3.—Chevrolet sales 
in Canada are setting a fast pace 
as the motor car industry steps 
over the line into a new calendar 
year. Coming into the market 
at the first of November with 
mode]s re-designed and improved 
for 1936, Chevrolet was one of 
the earliest cars to test the buy- 
ing temper of the motor-car 
public. os 


November-Decerake? ‘sales iig- 


ures have eraerged ov a,sutpris-» 


ingly high level, with Chevrolet 
topping the list. : Genera], Motors 
Products of Canada;’Ltd. execu- 
tives have figures before ther 


(Continued on Page 5, Col. 5) 


$6 Per Year, 10c Per Copy 


Low Flat Rate 
Expected To Tap 
Broader Markets 


Plan Extends New Credit 
In Lieu of Increased 
Purchasing Power 


Dearborn, Mich., Jan. 3.— 
A new “$25-a-Month” plan 
for financing retail pur- 
chases of new Ford V-8 cars 
is to be put into effect imme- 
diately throughout the United 
States, Edsel Ford, president of 
the Ford Motor Co.,’ announced 
here today. 

The plan, involving substanti- 
ally reduced finance charges and 
broad insurance protection for 
the car purchaser, is to be off red 





through Ford dealers by the Jni- 
versal Credit Co., authorized #ord 
finance company. 


ow 2 ‘ I . 
The plan has three importakt-—~ 


features: 


i Maximum monthly payments 
of $25, plus the usual low down 


payment. 
2 Finance charges at the rate of 
one-half of one per cent per 
month, computed upon the total 
of the original unpaid balance 
plus insurance cost. 
3 Insurance protection at regu- 
lar Conference rates, including 
not only fire and theft coverage, 
but also $50 deductible collision 
insurance and protection against 
other accidental physical damage 
to the car. 

The number of monthly pay- 
ments may be reduced, or month- 
ly payments less than $25 may 
be arranged, if a larger down 
payment is made or if a late 
model car, valued at more than 
the usual down payment, is 

(Continued on Page 3, Col. 5) 


Hudson Profits 
Are Expected 
To Offset Losses 


Detroit, Jan. 3.—Net profits of 
the Hudson Motor Car Co. in the 
fourth quarter are expected to be 
sufficient to offset the loss of 
$250,561 in the first nine months 
and give the company a net profit 
after all charges and taxes for 
the year, according to A. E. Barit, 
general manager. The profit in 
the last quarter of 1935 compares 
with a loss of $1,676,057 in the 
last quarter of 1934. 

Total Hudson shipments in 1935 
amounted to 101,080 cars. Of the 
total 1935 shipments, 34,039 Hud- 
sons and Terraplanes were ac- 


+ counted for by shipments of 1936 


mbddeis‘in the last quarter of the 
were | 

Shipments of 101,080 cars in 1935 
compare. with 85,835 in 1934, and 
*40;982: in’ 1983, : The 1935 total is 
the largest for any year since 
1930. 
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220,262 Car Sales Set All-Time November Record 


Truck Registrations 


Also Reach New Peak 


By GERRY SCHU RMAN 


Detroit, Jan. 3—With all rec- 
ords for November sales of new 
passenger cars and trucks left far 
behind in a cloud of dust, the in- 
dustry now stands ready to swing 
high, wide and handsome into its 
new early-announcement year. 


Reports from R. L. Polk & Co. 
place official domestic November 
passenger car registrations at 
220,262 units. This total is an in- 
crease of 104.75 per cent over the 
107,574 units registered in Novem- 
ber, 1934,,and an increase of 48.44 
per cent over the 148,389 in Octo- 
ber this year. 


The best previous November 
was in 1928, when the total was 
211,736. All other November 
totals were below the 200,000 mark 
for passenger cars. 

Gain 38.2% 

Total registrations for the 11- 
month period ended Nov. 30 was 
2,506,714 units, a gain of 38.2 per 
cent over the 1,813,201 chalked up 
in the first 11 months of 1934. 


present rate, should run to 
proximately 3,874,300 units. 


November production went on 
record at 314,566 passenger cars, 
domestic only, which, balanced 
against sales of 220,262, indicates 
that dealers are well-stocked and 
ready for their share of antici- 
pated boomtime sales. Reports 
from dealers point to no excessive 
new model stocks and if sales 
continue at their present clip, 
deliveries in outlying sections will 
keep pace with orders. 


All in all, the industry is well- 
pleased with this year’s bounce 
back toward normal and some of 
the dope sheets are being revised 
a bit to boost up some already 
optimistic forecasts for 1936. 





Y. W. Frazer Says 


Trucks, too, came in for their | 
share of records, and set up an| 


all-time November mark of their 
own. 


Registrations in November of 


this year totaled 37,616 units for | Chrysler Sal 


an increase of 31.12 per cent) 
over the 28,689 registered in No- 
vember, 1934, and a drop of 13.01 
per cent from the 43,243 reported 
in October, 1935. The previous 
all-time high mark for November 
tn k sales was set in 1929, with 
33,6,1 registrations. 


Tie 11-month commercial total 
now stands at 479,754, compared 
with 
‘last year representing an increase 
of 26.3 per cent. 


Chrysler Ready 
For Record Sales 


Detroit, Jan. 3.— 
point to 1936 as the greatest year 
| that Chrysler ever has had,” said 
J. W. Frazer, vice-president of the 
es Division, in dis- | 


| 
ap- 


DODGE 1%-TON PANEL—136 in. wheelbase—with full floating rear axle. 


Department stores, laun- 


dries, furniture dealers, bakers and grocers are among the largest users of this type of equipment. 


‘Hudson Sales Show 124% 
Increase Over 12 Weeks 


Hudson has | 


Detroit, Jan. 3.— | 
sales of | 


|} announced that retail 


| 1936 Hudson and Terraplane cars 


-“All indications | 


| 12,524 cars. 


in the 12 weeks since shipment 
of new models began, totaled | 
This represents a 
gain of 124 per cent over sales | 


| of 5,589 cars in the 12 weeks fol- | 


| cussing the outlook for the new | 


| 


|we have the finest facilities 
379,816 in the same period | 


cal 


With deliveries well caught up | 
and reports coming in of all-time | 


highs in holiday sales, 
safe to estimate passenger car 
sales will hit 250,000 in December, 
to hang up a mark of somewhere 
around 2,756,714 registrations for 
the calendar year of 1935. 


Truck sales are estimated to 
hold about the same for Decem- 
ber and it is likely they will be 
pegged around 30,000, to give a 
total for the year of 509,754. 


Total Sales Up 44.7% 

Sales last year totaled 1,888,- 
557 passenger cars and 403,886 
trucks. Gains indicated are 45.9 
per cent for the former and 26.2 
per cent for the latter. Com- 
bined sales last year totalled 2,- 
229,443 units. This year’s esti- 
mated total of 3,226,468 would be 
a gain of 44.7 per cent. 


Estimates based on production 
schedules for the new year place 
the 1936 output at about 5,000,000 
passenger cars and trucks. Esti- 


it seems | 


‘Studebaker Has 





mated domestic sales only, at the 


year. 


“We start 1936 in the best pos- 
sible condition to handle a record 
business,” continued Frazer, “Our 


dealer body is the strongest that | 


it ever has been. 


“In addition to this dealer body, 


in | 


our history for the production of | 
| automobiles in the most economi- 


manner. 


“Our field force is the largest 
and most efficient that it ever 
has been.” 


Best December 


South Bend, Ind., Jan. 3.—Paul 
G. Hoffman, Studebaker presi- 
dent, reports the sale of more 
than 7,700 cars in December—the 
best record in 11 years. 

“Studebaker shipments of pas- 
senger cars and trucks last month 
exceeded any December since 1924 
when 7,969 cars were shipped,” 
said Hoffman. “We carried over 
almost 3,000 December orders for 
immediate shipment. If factory 
production had been sufficient to 
meet the demand of the dealer 


organization, Studebaker sales| 
would have been far larger than | 


in any other December in our 


history.” 


Olds Output in 1935 
Exceeds 1934 by 122% 


Lansing, Mich., 


Jan. 3.—Olds- 


mobile production for 1935 ex- | 


ceeded that of 1934 by 122 per 
cent, according to figures re- 
leased today by D. E. Ralston, 
vice-president. 

More than 183,000 units were 
built and shipped during 1935 as 
compared with 82,150 for 1934. 

In the last three months of 
1935 a total of 
produced as against 44,246 units 
for the first quarter of the year. 
This is an increase of .25 pér. Cerit 
for 1936 models over “1935,."Ralston 
pointed out. , Fis ere 

Domestic retail sales for the 
year 1935 exceeded . 155, G00 as 
compared with -73,749 in 1934, an 
increase of 111 per cent. 


The domestic retail sales for 
the last quarter of 38,638 units 
were 16 per cent greater than the 


| 33,362 units sold dealers during 
| the first three months of the year. 


55,308 units were | 


Retail sales for the first 20 
days of December set an all-time 
record for that period, according 
to Ralston, with 9,888 cars de- 
livered. 

Another record to fall in the 
final quarter was that of a single 
day’s production. 


“ee 4 


shipped. 


* Employment reached an _all- 
time record,in December both at 


‘the. Oldsmobite ' ‘plant here and at | 


the Fisher Body plant where the 
bodies are built. 


| share of the total business done 
| by the 
| States as compared with the first 
| 10 months of 1935. 


| the introduction of the 1936 model 


In Eleven Years 





On, Nov. 21, a| 
total of 1,063 units Were built and | 
| perity which we have been told | 


lowing the start of shipments of | 
1935 models. At the height of the | 
1935 spring selling season there 
were only two weeks that ex-| 
ceeded the week ended Dec. 21, | 
when sales reached a total of 
2,279 cars in the United States | 
alone. 

Figures for new car registra- | 
tions covering an average of 15 
days in December in 102 cities 
that ordinarily account for ap- 


country’s total registrations, show 
that Hudson and Terraplane have 
made a 50 per cent gain in their | 
industry in the United 

These figures 
indicate the gain in relative stand- 
ing based on registration since 


Hudsons and Terraplanes. 


In many cities throughout the 
country, Hudson is_ currently 
showing even larger gains in re- 
lation to the industry generally. 
For instance, based upon latest 
available figures for registrations 


Canada Chrysler 
Sales for 1935 
Reach New Peak | 


Windsor, Ont., Jan. 3.—Officials 
of the Chrysler Corp. of Canada, 
Ltd., express keen satisfaction 
over the final figures for 1935 
business, just now available, and 
a strong feeling of optimism for 
the new year. 


The year 1929 was the peak for 
all time for the motor industry. 
Now comes the news that Chrys- 
ler Motors shipments to Canadian 
dealers during 1935 topped the 
1929 peak by a substantial num- 
ber of Canadian-built vehicles, 
including Chrysler, Dodge, Plym- 
outh and De Soto cars and Dodge 
commercial cars and trucks. 


Commenting on this, President 
Mansfield. said: “We feel that we 
have good reason to be optimistic | 
about 1936 for here are actual 
sales figures more than three 
times greater than the low year | 
of 1932 and even exceeding 1929, | 
that year of almost mythical pros- | 








so often to forget so far beyond | 
reach did it seem to everyone. | 

“We are looking forward to still | 
higher sales records in the new | 
year.” 


| since the announcement of 1936 


| four-cylinder cars and trucks at 


| added. 


| Willys 77 abroad was also re- 


since Dec. 1, Hudson and Terra- | 
plane has made a gain of 113.6 
per cent in its share of the busi- 
ness in Detroit, 71.6 per cent in| 
Indianapolis, Ind., 168.6 per cent 
in Minneapolis, Minn., 64.6 per 
cent in Miami, Fla., 111.7 per cent 
in Bridgeport, Conn., 139.6 per 
cent in Jersey City, N. J., 69.6 per 
cent in Des Moines, Ia., 147.4 per | 
cent in Houston, Tex., and 155.6 
per cent in Salt Lake City, Utah. | 


Hudson has also announced 
that 462 new dealers have joined 
the company’s sales organization 


models. 





Willys Sales 


| proximately 40 per cent of the| 


Showed 157% 
Gain In 1935 


Pontiac Will Make 
50 Per Cent More 
Cars Than in 1935 


Pontiac, Mich., Jan. 3.—Pontiac 
expects to produce 50 per cent 
more cars in 1936 than it pro- 
duced in* 1935, said Harry J. 
Klingler, Pontiac president, in an 
address before the Pontiac Ro- 
tary Club this week. 


A statement of the company’s 
plans for the coming year was 
given in what Klingler termed an 
accounting of the company’s ac- 
tivities. 

“The Pontiac Motor Co.,” said 
he, “has 7,000 persons on its pay- 
roll as compared with 4,200 em- 
ployes a year ago. The payroll 
for 1935 was over $10,610,000. 


“In 1934 we manufactured 77,- 
000 cars. We set the 1935 goal at 
double that number, a goal which 
has been exceeded in the produc- 
tion of 175,000 cars for the year. 
In 1936 we plan to increase that 


| output 50 per cent.” 


Toledo, O., Jan. 3.—Sales of 
Willys 77 motor cars in 1935 were 
157 per cent greater than in 1934, 
R. J. Archer, sales manager of 
the Willys-Overland, announced 
today. 


“The Willys 77 has been on the 
market for approximately three 
years and it is slowly but surely 
forging ahead,” Archer declared. 


“We have no intention of alter- 
ing our objective of producing 
the costs,” he 


lowest’ possible 


Popular acceptance of the 
flected in the recent announce- 
ment that export sales has shown 


a most satisfactory increase. 


Auburn Names Legault 


Can. Representative | 


Auburn, Ind., Jan. 3.—Appoint- 
ment of A. Legault as factory 
representative for Auburn and | 
Cord cars in Canada was an- 
nounced here today by R. S. 
Wiley of the Auburn Co. 


The reception given the new 
Cord car at the Toronto motor | 
show and other automobile shows 
and the greatly enlarged program | 
of the company for 1936 required 
additional sales supervision, 
Wiley said. 


Legault was born in Montreal 
and has been active in the motor 
car industry for nearly 25 years. | 





| ennial 
| covering the calendar year of 1935 


Graham Dee. 


Shipments Set 
New High Mark 


Detroit, Jan. 3.—Shipments of 
new Graham cars to dealers dur- 
ing December reached the high- 
est total ever recorded by Gra- 
ham-Paige Motors Corp. in any 
December in the _ corporation’s 
history, it was announced today 
by Robert C. Graham, executive 
vice-president. 


“During the 30-day period, 2,734 
units were shipped to dealers,” 
Graham declared. 


‘It is significant that Super- 
chargers represent over 30 per 
cent of the total business, which 
emphatically bears out our earlier 


| forecast that the advent of the 


Supercharger in the lower price 


| field would be accepted as the 


most important automotive ad- 
vance in the last 10 years.” 


Manufacturers Census 
Is Now in Session 
Washington, Jan. 3.— The bi- 
census of manufactures 


started yesterday, according to 
the Department of Commerce. 


This census will provide a na- 


| tional picture of the number of 


Elect Officers 


3.—An election of | 
Better Automobile | 
an organization of 
car dealers, resulted | 
this week of Eli Kap- 
lan as president, Francis Crawford 
as vice-president, Carl Peterson as 
treasurer, and Stewart Tauber as 
secretary. . 


Chicago, Jan. 
officers of the 
Dealers Assn., 
Chicago used 
in the choice 


| establishments, 


| the census, 


value of manu- 
factures, employment, wages, 
power and other facts needed by 


| both the manufacturers and the 
| government. 


Full information regarding the 
census will be furnished upon re- 
quest to W. L. Austin, director of 
in Washington. 





New York, Jan, 3.—This past 
week the automobile boys of New 
York have had enough time to 
greet each other with “A Happy 
New Year,” some even going so 
far as to wish friend and com- 
petitor alike “a perfect ’36.” 

Be that as it may, Alfred P. 
Sloan’s special New York license 
plate for 1936 reads “N 12”; 
Walter P. Chrysler’s “C 33,” and 
John J. Raskob’s “R.” 

The other day when talking on 
the subject with a famous vice- 
president I learned that although 
sixes and eights may today be 
the models most popular with the 
buying public, the standard auto- 
mobile family seems to be a four 
if vital automotive statistics mean 
anything 

Fathers of Four 


Prominent automobile men who 
are fathers of four children each 
are Walter P. Chrysler, head of 
the Chrysler Corp.; Alvan Ma- 
caulay, president of Packard; 
Edsel Ford, who is Henry Ford’s 
only child; Al Reeves, vice-presi- 
dent and general manager of the 
Automobile Manufacturers’ Assn.; 
Donald E. Bates, president of the 
Reo Motor Car Co., and Joseph 
Graham and Robert C. Graham, 
president and vice-president of 
Graham-Paige Motors Corp. 

A trio of sixes are the sets of 
children who call the following 
automotive parents dad, daddy 
or father: Roy Chapin, president 
of the Hudson Motor Car Co.; 
Donaldson Brown, General Mo- 
tors vice-president, and Paul G. 
Hoffman, president of the Stude- 
baker Sales Corp. 

Knew About Food 


Such are the advantages of the 
famous twins, advertising and 
publicity, that if somebody asked 
us what nation had produced the 
most discriminating eater, you 
and I would probably answer, 
“France.” 

But one of the world’s famous 
chefs, a Frenchman, says that an 
American was outstanding among 
the epicureans with whom he has 
come in contact, and this chef, 
Louis Coudray, has spent almost 
a lifetime preparing food for fa- 
mous French, British and other 
European diners, indeed was once 
chef to King Edward VII. 


This information came from 
Bob Davis, fellow worker, the 
old revealer and one-time maga- 
zine editor who brought to light 
many American writers. Last 
summer Bob was in France and 
reveled in a meal prepared by M. 
Coudray, and during the course 
of it he asked this wonderful 
French cook who was the most 
discriminating eater he had met. 

“A gentleman by the name of 
Sharp. I cannot recall his first 
name, but he fabricated machin- 
ery used in automobile manufac- 
ture, and I think he was from 
Detroit. All that there was to 


\ 
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‘A Perfect ’36° is Mountsier’s New Year Wis 


Columnist Finds Four 


Is Standard Auto F amily 


By BOB MOUNTSIER 


know about food, Monsieur Sharp 
knew. I heard that he had died 


recently. It is a great misfortune | 
when such a palate ceases to be. | 


Bob Davis asked me if I knew 
just who the Mr. Sharp who at- 
tained this distinction was, but I 
have been unable to find out from 
the automobile men I have asked. 

G. B. S., Auto Driver 

George Bernard Shaw, the fa- 
mous play and preface writer, 
has been holding forth on his 
automobile and his brand of driv- 
ing. The car is British and boasts 
in its advertising that it is the 
best car in the world—a Rolls- 
Royce — but the London dealer 
from whom he purchased it says 
that when Shaw was considering 


it he said he wouldn’t buy it un-. 


less it could be fitted with a Ford 
Model T radiator. 

“You know,” says Mr. Shaw, 
“the advantage of these cars is 
that their owners are supposed to 
be fabulously rich. The day after 
I got it a Sunday newspaper an- 
nounced that I was worth 400,000 
pounds. So I:am, but not in cash. 


“One reason why I like this car 
is because it hasn’t got what I 
call a ‘hair-trigger’ accelerator. 
You can stand on it before it goes 
off. It’s funny how, whenever I 
get into a tight corner, I always 
tread hard on the accelerator 
pedal. 

“They shouldn’t allow me to 
drive. I’m a danger on the roads. 
Not long ago in my garage I 
drove right through the hot water 
pipes until I was stopped by the 
wall. I had put my foot on the 
accelerator—my favorite mistake. 
My reaction is slow too, I’m get- 
ting on in years, you know.” 

Shaw started motoring in 1908, 
and he thinks his “accelerator 
business” is due to the fact that 
on his old Lorraine Dietrich the 
brake and accelerator pedals were 
reversed. 

Safety Through Verse 

New York City’s official cam- 
paign for safety in the streets is 
going to try out verse as an 
accident preventative, and Samuel 
Levy, Borough president of Man- 
hattan, is responsible, not only as 
a city executive but as the com- 
poser of two verses for street 
signs. One jingle reads as 
follows: 

When crossing streets 
’Tis wise to pause— 

Obey our lights 

And traffic laws. 

The other one delivers its safety 
message in this fashion: 

There is a driver, who ofttimes 
said, 

“T’ve beat the lights, I’m away 
ahead.” 

Misguided one, he did not know— 

Lives are taken by driving so. 

Prose will also be used to urge 
pedestrians and drivers to walk 
and drive safely. 


Chevrolet Retail Sales 
Keep Production at Peak 


Detroit, Jan. 3.—Retail sales of 
Chevrolet cars and trucks in the 
second 10 days of December con- 
tinued at a record-breaking rate, 
according to figures released to- 
day by Chevrolet. They totaled 
31,797 units, an increase of nearly 
200 per cent over the same period 
last year, and 31 per cent over 
the high figure established in the 
preceding 10 days. These figures 
brought the total for the first 20 
days of the month to 55,915 units, 
as compared with 22,792 in the 
first 20 days of December, 1934. 

Used car sales also showed a 
sharp upward trend. The second 
10 days’ sales were 42,854 units, as 


compared with 26,274 in the sec- 
ond 10 days of December, 1934, 
and 36,911 in the second 10 days 
in November. The first 20 days 
used car sales were 77,889 units, 
an increase of 54 per cent over 
the same period last year. 

Present new car schedules for 
January, it was announced, are 
110,000 units, which will require 
peak production throughout the 
month. In light of the fact that 
orders are still arriving from 
dealers in large volume, heavy 
output is indicated through Feb- 
ruary and probably well into 
spring. 
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TRAFFIC SAFETY 
PRENNSY LVANIA 
STATE HIGH WAY PATROL 


2 CO-OPE RA 
CUB: 


BURY.AHOUMAM inc. * 


PWIA ! 4ESN BROAD SP 


TRAFFIC SAFETY CAR being operated by Pennsylvania state highway patrol in the suburban 
area adjacent, to Philadelphia, in conducting a campaign in co-operation with the Automobile Club of 
Philadelphia, AAA, and Bury & Holman, Inc., Philadelphia De Soto-Plymouth dealers. At front of 
car, Sgt. J. J. Tooey, announcer; at rear of car, Patrolman W. W. Hill, driver, assigned to this 


campaign by the state highway patrol. 


Engineers to Probe Future 


At Detroit S.A.E. Meeting 


Detroit, Jan. 3—The mosaic of 
1937 automobile design will be 
partly shown during the week of 
Jan. 13, when a record-breaking 
attendance is expected to attend 
the annual meeting of the Society 
of Automotive Engineers at the 
Book-Cadillac here. 


Six men, known throughout the 
industry for their keen interest in 
advanced design, will give a sym- 
posium on the car of the future. 


What car owners think about 
safety in design will be statisti- 
cally shown by H. G. Weaver, di- 
rector of customer research, Gen- 
eral Motors Corp., and Dr. Miller 
McClintock, director of the Har- 
vard Bureau of Traffic Research, 
will discuss the broader aspects of 
traffic safety. 


To Discuss Oils 

The lubrication woes of motor- 
vehicle fleet operators, develop- 
ments in trucks, buses and rail 
cars, diesel engine design, wear 
characteristics of engine cylin- 
ders, automobile body design, new 
production methods, fuel econ- 
omy, aircraft designs of tomor- 
row, will be discussed by leading 
authorities in each field in a 
series of papers. 


An engineering display will 
show what is new in component 
parts and accessory design. 


The car of the future, always 
an intriguing subject for engine- 
ers and automobile owners alike, 
will be one of the high spots of 
the interesting program. William 
B. Stout, president of the society; 
Walter Dorwin Teague, designer: 
A. M. Wolf, automotive consul- 
tant; Herbert Chase, consulting 
engineer; John Tjaarda and A. E. 
Northup, both of whom have 
been leaders in modern body de- 
sign, will form the symposium, 
and eminent designers of car 
manufacturers will give their 
opinions in discussing the formal 
papers by these engineers. 


Report Research 

While the public’s appetite for 
new design of cars is being ap- 
peased by body builders, engine 
designers are striving for better 
fuel economy and smoother per- 
formance. Alex Taub, Chevrolet’s 
engine expert, has been busy 
working underneath the stream- 
lined hoods and will report what 
he has been finding out about 
combustion. 


“There are no rabbits under the 
hood, and none can be pulled out 
as far as fuel economy is con- 
cerned,” he will say. But he will 
show the results of intense re- 


search in trying to reduce gaso- 
line consumption in automobiles. 

F. E. Weick, of the National 
Advisory Committee for Aero- 
nautics, will give his conception 
of “Everyman’s Airplane.” De- 
velopments toward simpler flying 
will be shown in his paper. Dr. 
Otto Kappen,. Massachusetts In- 
stitute of Technology, will talk on 
“Smart Airplanes for Dumb 
Pilots.” 

The two most radical offerings 
in the 1936 kaleidoscope of design, 
the Stout “Scarab” and the new 
Cord introduced problems of un- 
usual interest to automotive en- 
gineers. These will be discussed 
by E. L. Johnston, of the Stout 
Motor Car Corp., and A. L. Allen, 
Auburn Automobile Co. 


Zeder to Speak 

Fred M. Zeder, vice-chairman 
of the board of Chrysler Corp., 
will be the speaker at the dinner 
of the annual meeting, Thursday. 
Jan. 16, and will speak on “The 
Engineer—His Place in Manage- 
ment.” Presentation of the Daniel 
Guggenheim Medal, the Vincent 
Bendix air race trophies, and the 
Wright and Manly Medals will be 
made at the dinner. 

The all-time attendance record 
of last year is expected to be 
broken, according to John A. C. 
Warner, secretary and general 
manager of the Society of Auto- 
motive Engineers. 


Gilpin Wants Safety 
Taught in Lower Grades 


Pontiac, Mich., Jan. 3.—Safety 
instruction as a required course 


in our primary and secondary 
schools as a means of reducing 
accidents charged against pres- 
ent-day traffic was advocated 
here by A. W. L. Gilpin, Pontiac 
general sales manager. 

Gilpin pointed out that a great 
part of our traffic mishaps in- 
volve pedestrians and that the 
general attitude is to blame the 
driver regardless of the primary 
cause. Proper education, he be- 
lieves, might have a materially 
bettering effect if the automobile 
driver, who has to look out for 
other cars, observe numerous traf- 
fic regulations, etc., were not also 
expected to act as guardian for 
the heedless jay-walker. 

“Recklessness,” said Gilpin, “is 
just as possible in walking as in 
driving. I think the day is not 
far distant when we will see rigid 
regulations governing jay - walk- 
ing, crossing against a red light, 
popping out between parked cars, 
and similar flirtations with the 
undertaker.” 


Ford Has New 
$25-a-Month 
Finance Plan 


(Continued from Page 1) 
turned in for exchange. The ac- 
count also may be discharged at 
any time by full payment of the 
balance due, in which event a 
rebate of a portion of the credit 
charge will be allowed. 


The new “$25-a-month” plan 


for financing purchases of new. 


Ford V-8 cars announced today 
was made possible as a result of 
the country-wide experience of 
the Universal Credit Co. in fi- 
nancing during the past 45 
months hundreds of thousands of 
Ford V-8 units, Ernest Kanzler, 
president, explained here. 


Kanzler declared that the new 
plan should have several impor- 
tant results, so far as industry 
generally is concerned. 


“In the first place,” he ex- 
plained, “it should open up en- 
tirely new reservoirs of credit for 
the wage earner, permitting thou- 
sands to buy motor cars now, 
who, otherwise, under the old 
forms of credit financing, would 
be forced because of budget limi- 
tations, to defer their purchases 
until increased purchasing power 
made it possible for them to en- 
ter the market. -The new reduced 
monthly payments now required 
should make possible the financ- 
ing of a motor car purchase for 
the majority of good credit risks 
in this group. 

“The plan also should aid in 
stimulating industry generally. To 
the extent that it results in an 
increased volume of motor car 
sales, not only the motor car 
manufacturing industry but also 
all other industries allied with it, 
should benefit, particularly in 
their ability to employ additional 
labor.” 


Ford Production 
For ’35 Rises 
77% Above 1934 


Detroit, Jan. 3.—Production of 
Ford Motor Co. car and truck 
units for 1935 showed an increase 
by the company’s factories in the 
United States and Canada of 77 
per cent over 1934, it was an- 
nounced today. 


Last year these factories pro- 
duced 715,438 units. The total for 
1935 is 1,272,885. 
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Detroit, Jan, 3.—In 
year since the beginning of the 
automobile industry has_ there 
been so many weird legislative 
proposals to create brand new 
forms of taxes to be imposed 
on the motorists, or as many 
half-baked ideas of legislative 
forms of contro] of motor car op- 
eration as in 1935. The attempt 
to control car operation has bor- 
dered on the hysterical, some of 
the bills for motor car speed con- 
trol appearing to be fostered by 
rural legislators who apparently 
never drove a car, Over 2,172 bills 
offered in one year for taxation 
or control is the high mark in 
the industry and had it not been 
for the alertness of a number of 
dealer organizations and _ the 
watchfulness of the automobile 
manufacturers’ representatives in 
Washington, all working to de- 
feat some of the noxious meas- 
ures, the American motoring pub- 
lic might be facing severe mulc- 
ting in 1936 in addition to the 
heavy taxes in vogue. 

2,173 Bills Proposed 

These 2,173 tax plans and opera- 
tion control were introduced dur- 
ing the year in the regular leg- 
islative sessions of 44 state legis- 
latures. In addition, several states 
had special sessions during which 
tax bills were proposed. Some 
were introduced during the ses- 
sion of Congress and the senate 
and were aimed at the car own- 
ers, motor car dealers, service 
station operators and the petrol- 
eum companies selling oil and 
gasoline at retail. Fortunately, 
watchfulness and alertness on the 
part. of those who might be af- 
fected .resulted in the defeat of 
a majority of the proposals or 
caused them to be tabled in such 
a way that there is very little 
hope of their being presented 
again. A substantial number, 
however, did pass and it may be 
said that those which became ef- 
fective had reasonable and sen- 
sible ideas in their makeup. The 
main objective of the majority of 
the bills was to obtain by taxa- 
tion additional funds for coping 
with the needs for relief purposes. 


$45,000,000 Burden 

Out of the dozens of bills laid 
before Congress only one bill af- 
fecting the motor car buyer was 
passed, namely, the bill to con- 
tinue the excise tax on cars. The 
1934 bill covering the 1935 year 
was due to expire Dec. 31, 1935. 
The bill which passed early in 
the session continues the tax for 
another year and calls for the 
car buyers to pay into the gov- 
ernment coffers a transportation 
levy of approximately $10 per 
car. If the 1936 automobile pro- 
duction reaches the _ estimated 
figure of 4,500,000 it means a load 
of $45,000,000 to the new car buy- 
ers this year. They will pay their 


Mahaffey Heads Chrysler, 
De Soto Sales in N. Y. 


Detroit, Jan. 3.— Appointment 
of Harry E. Mahaffey as regional 
manager of the Plymouth-Chrys- 
ler - De Soto et a 
sales organiza- 
tion in New 
York was an- 
nounced this 
week. Mahaffey 
succeeds J. F. 
Armstrong in 
the position. 
Armstrong has 
been transferred 
to other duties 
with the Chrys- 
ler Corp. 

A veteran 
automotive sales executive, Ma- 
haffey has had 20 years’ experi- 
ence with dealers. He was assis- 
tant regional manager in Chicago, 
before assuming his new office. 


H. E. Mahaffey 


M. 
no singleshare before they actually drive 
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Masetatlisiia Defeated Many Bad Bills In 1935 


2173 New Law. Proposals 
Set New Record During ’35 


LUBECK 


a car on the streets or the high- 
ways of the country. The pub- 
lic is lucky, however, for, seeing 
that the tax is so easy to get, the 
Treasury Department had nerve 
enough to inject into the proposed 
bill a clause which might have 
established a _ precedent. They 
wanted the excise tax to become 
a permanent part of the program 
of national taxation. That clause 
was defeated and the car buyers 
have another chance, as it is 
probable that this tax may be 
discontinued after 1936. As the 
tax stands now the car buyer pays 
about $10 more for a car than he 
expected to pay. He finds out 
about it only when he settles for 
the automobile. 


Repair Parts Tax 


Another measure which Con- 
gress refused to consider for can- 
cellation in 1935 was the tax on 
repair parts. In spite of the ef- 
forts of committees the tax still 
remains and is considered the 
most dastardly levy on the pub- 
lic as it is a tax on misfortune. 
This tax will be vigorously cam- 
paigned against this year, A well 
known automotive authority who 
is leading the attack on this tax 
says, “The tax is a detriment to 
the parts makers. It is a hard- 
ship on the car owner who has 
to pay taxes of parts for repairs 
through accidents which in 99 
times out of 100 is no fault of 
his. Again it is a tax on misfor- 
tune to the buyers of cars in the 
low priced bracket or the buyers 
of used cars. Such cars, new or 
used, are their only means of 
transportation and who have 
barely enough money to operate 
the cars. The tax affects him to 
the extent that rather than pay 
the high price for parts, plus tax, 
a price maintained regardless of 
the age of the car, he is forced to 
buy used parts, many of which 
are of doubtful life and break 
down again.” “This tax,” he added, 
“would be the same as if a person 
when sick had to pay a tax be- 
fore he went to the doctor. It is 
unfair and every effort will be 
made this year to have it stricken 
off the list.” 


Bad Bills Beaten 


Prominent among measures in- 
troduced in the state legislatures 
were bills carrying possibilities of 
control of motor vehicle opera- 
tion. Such schemes as governors 
to control speed, reduction of gear 
axle ratios and similar ideas were 
proposed. They were defeated be- 
cause they would restrict car 
sales as well as their use and such 
restrictions would reduce reve- 
nues obtained by taxes now in 
force. Instead many states en- 
acted legislation which tends to 
strengthen law enforcement, new 
safety programs, increased high- 
way patrol efficiency. Included 
in the list of favorable legisla- 
tions is the safety responsibility 
brought about by the increase of 
motor fatalities in the United 
States in 1934. This legislation is 
now in effect in 26 states and the 
District of Columbia. Fostered 
by the American Automobile 
Assn., the states of Arizona, Colo- 
rado, Ohio, Oregon and West Vir- 
ginia passed the bills, Congress 
making it a law in the District 
of Columbia early in the year. 
At the beginning of 1936 over 75 
per cent of the cars operated in 
the United States are subject to 
the provisions of the law. 


Fifteen states passed safety 
g:ass laws so that 1936 will sée 23 
states making it prohibitory to 
use any other type of glass in au- 
tomobiles, and from reports re- 
ceived by not only the car mak- 
ers but manufacturers of safety 
glass the indications are that 
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HARLOW H. CURTICE, Buick president, shows Mrs. Curtice the 
new safety medallion which Buick hopes to have carried on some 
500,000 of its products before the year is out. The inscription on the 
medalion reads: “Member Buick Safety Legion.” 


Buick Safety Legion to be 
Started By H.H. Curtice 


Flint, Mich., Jan. 3.—The Buick| P 
Safety Legion, with an expected 
immediate membership of more 
than 200,000 Buick owners 
throughout the United States and 
an objective of 500,000 by the 
middle of the year, will be 
launched by Buick Jan. 15. 

The project, plans for which 
were announced today by Har- 
low H. Curtice, president, will be 
part of a major safety campaign 
to be carried on by the company 
among more than 2,500,000 Buick 
owners in the United States 
throughout the coming year. 

The campaign will be one of 
safety education, Curtice said, and 
will be carried on through the 
medium of the Buick Magazine, 
a company publication circulating 
currently to approximately 400,000 
Buick owners and reaching 
through reader circulation several 
times that number. The Jan. 15 
issue of the magazine will mark 
the beginning of the campaign. 
other 1936 legislatures will pass 
the same laws to make safety 
glass laws universal throughout 
the country. Compulsory motor 
vehicle inspection was adopted by 
five states during the past year. 
At the beginning of 1936 sessions 
it is predicted that practically 
every state will pass such bills as 
to provide for more safety on the 
streets and on the roads. 

Five states, Connecticut, Dela- 
ware, Nebraska, New York and 
Pennsylvania, passed bills in- 
creasing gasoline taxes. The mo- 
torists in these states, based on 
the 1934 year’s consumption, will 
pay an additional $32,000,000 in 
taxes for gas alone. Three of the 
states, New York, Nebraska and 
Pennsylvania, passed the in- 
creased gasoline tax bills for only 
a temporary period and from the 
outset the bills in these three 
states were known to be set up 
for increasing state revenues and 
not for highway use. In almost 
every other state legislators at- 
tempted to pass increased taxes 
on gasoline so that the income 
could be diverted. Only the alert- 
ness of lobbyists succeeded in de- 
feating the bills. 


Drivers License 


Drivers license laws were en- 
acted in Idaho, Montana, North 
Carolina, North Dakota and Utah. 
With these 1935 additions the 
total number of states requiring 
this type of license is brought up 
to 34. 

The most interesting changes 
in automobile legislation brought 
out during the year was the re- 
duction of registration or car li- 
cense fees, by adopting flat rate 
registration fees and abandoning 
the horse power or weight tax, in 
eight states, namely: Connecti- 


Purposes of the Buick Safety 
Legion are the promotion of safe 
and courteous driving among 
Buick owners and to encourage 
Buick owners, by their own ex- 
ample and by their influence in 
their local communities, to be- 
come leaders in a movement to re- 
duce accidents on the highways. 


All owners of Buick cars are 
eligible for membership in the 
Legion, the requirement being the 
signing of a membership card 
pledging courtesy and care in the 
operation of a motor vehicle and 
careful observance of local and 
state traffic laws. 


All members of the Buick 
Safety Legion will be entitled to 
display on their cars a member- 
ship emblem which will be sup- 
plied without cost by the Buick 
Motor Co. This consists of a 
metal medallion or disk bearing 
the words “Member—Buick Safety 
‘ Legion. = 
cut, Minnesota, North Carolina, 
Ohio, Tennessee, Utah, Vermont 
and West Virginia. The reduction 
apply mainly to passenger ve- 
hicles. In the past three years a 
total of 25 states have set up new 
and lower rates of fees for regis- 
trations. Legislation in nine 
other states was tabled until the 
1936 meetings of the legislatures 
and it is possible that there may 
be a downward reduction through- 
out the nation by the end of the 
present year. 

License Dates Changed 

Nine states have postponed the 
dates for obtaining license plates 
to other dates than the first of 
the year. In many states it is 
argued that numbers of owners 
are without the necessary funds 
as a result of the holidays and 
that February ist or even March 
1st are dates best suited. Two are 
considering changing dates to the 
middle of the year. Michigan 
changed the effective date to con- 
form to the date of the announce- 
ment of new models selecting 
this year Nov. ist to be in effect 
for the 1936 year only. This may 
change again in the event of the 
new car announcement date being 
changed back to January as in 
previous years. 

With the majority of the states 
having legislative sessions this 
year opening in January it will 
be well for the dealers to be on 
the alert to see that new and 
strange taxation bills effecting 
not only the car owners but the 
dealers are not slipped by. The 
general consensus of: opinion is 
that there are more than enough 
taxes now on the cars, lubricants, 
repairs, gasoline, tires and tubes. 
About the only tax item that is 
still uncharged is a tax on the 
number of miles driven in a year. 








Henry Ford Sees 
Prosperity for 
Men Who Make It 


Detroit, Jan. 3—The people of 
the United States are fed up with 
idleness and are going back to 
work. This is the solid base on 
which the country will get onto 
an even level of prosperity, ac- 
cording to Henry Ford, in a copy- 
righted statement to the North 
American Newspaper Alliance. 


“T am not a prophet, but I have 
no fears for the new year,” Ford 
said in an interview in which he 
was asked to give his opinion of 
what will happen in 1936. 

“Every one seems to be more 
of a mind to make some kind of 
start. Every one is more. than 
willing to do something, and 
there is increasingly more to do. 

“This country has never known 
prosperity. All that is still ahead 
of us. We say we are rich, yet 
we have never yet produced 
enough of anything to properly 
supply any need, except possibly 
food. The real period of suffi- 
cient production and adequate 
distribution is ahead of us. 

“T look for a moderate and nat- 
ural increase in all lines in the 
new year, and perhaps this will 
mean much more than the words 
seem to imply. Anyway, the 
movement is onward, and we are 
pretty sure it is upward.” 


Brophy is Named 
To Pontiac Post 


Pontiac, Mich., Jan. 3—J. W. 
Brophy has been named indus- 
trial relations manager for the 
Pontiae Motor Co. 

This appointment creates a 
new executive post in the mana- 
gerial staff of the company. In 
the new set-up, Brophy will have 
immediate supervision over the 
plant personnel, hospital and po- 
lice departments. Formerly, heads 
of these departments were re- 
sponsible directly to P. H. Mae- 
Gregor, general manufacturing 
manager, but under the new ar- 
rangement Brophy will supervise 
the departments and will in turn 
be responsible to MacGregor. 

Brophy has been with General 
Motors continuously since his dis- 
charge from the Army in 1919. 
Prior to his service record, he 
was a newspaper man. 

His first connection with the 
corporation was with the then 
Remy Electric Co. of Anderson, 
Ind., now the Delco Remy Co. 
He later was personnel director 
for another car manufacturing 
division of the corporation, and 
for the year immediately prior to 
joining Pontiac was assistant 
director of industrial relations 
for General Motors, with head- 
quarters in Detroit. 


W. E. Beilstein Joins 


Auburn Sales Division 
Auburn, Ind., Jan. 3—Announce- 
ment was made today of the ap- 
pointment of W. E. Beilstein as 
sales manager of the funeral car 
division of the Auburn Automo- 
bile Co. 


Beilstein has been active in the 
automotive industry for 15 years, 
chiefly in the funeral car end and 
was sales manager of a large 
company for 12 years. Prior to 
his automotive connections he 
was engaged in the undertaking 
business. 


Smith Ships 


Milwaukee, Wis., Jan. 3.—A. O. 
Smith Corp. shipped $1,000,000 more 
products from its plant during the 
first quarter of its current fiscal 
year, which began Aug. 1, than it 
did during the corresponding 1934 
period, officials declared. Introduc- 
tion of new car models in the fall 
has been responsible to some degree, 
but the glass lined tank, oil still 
and casing business also has aided, 
it is understood. 
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Eastman ‘Shipping Harmony’ Plan Gets Under Way 


New Committee Plans 


First Meeting Monday 


Washington, Jan. 3.—The rail, 
truck and shipping interests’ har- 
mony drive of Josepl B. Eastman, 
federal co-ordinator of transpor- 
tation, is under way. Representa- 
tives of all three elements met 
here this week and formed the 
National Committee for Study of 
Land Transportation Co-ordina- 
tion, the first meeting of which 
will be held next Monday. 


The groups represented in this 
ambitious effort to compose the 
differing viewpoints of these in- 
terests, the first of its kind ever 
attempted, are the Assn. of 
American Railroads, the Ameri- 
ean Trucking Assn., and the 
National Industrial Traffic 
League. L. F. Orr, chairman of 
the highway transportation com- 
mittee of the NITL, was elected 
temporary chairman, and John V. 
Lawrence, secretary of ATA, tem- 
porary secretary. 

Expresses Faith 


The initial session was limited 
to discussion of topics which 
should be taken up by the new 
committee, such as rates, tariffs 
and co-operation between truck- 
ing companies and railroads to 
avert, where possible, cut-throat 
competition. 

Eastman, addressing the first 
meeting, expressed faith in “face- 
to-face” discussion and added, “I 
realize you will be unable to 
compose all your difierences but 
you can agree on some which 
would otherwise result in litiga- 
tion.” 

Officials of the Interstate Com- 
merce Commission feel that their 
new task of regulating 200,000 
truck lines in addition to the 
railroads will present many new 
problems and may result in im- 
port change in rate making 
policies. 

See Difficulties 


The last session of Congress, 
which permitted existing truck 
lines to file their present rates 
exempt from review by the ICC, 
saved that body the almost im- 
possible task of devising a new 
rate structure for trucks which 
would be fair both to their opera- 
tors and to the railroads. But 
the commission foresees that 
when either railroads or truck 
operators ask changes in existing 
rates a controversy must follow. 
If the rate change is upward 


Workers at Reo 


Are Old-Timers, 
Survey Reports 


Lansing, Mich., Jan. 3.—“A sta- 
tistical survey just completed of 
the Reo factory personnel as of 
Dec. 1 shows that 67 per cent of 
the total have been with Reo for 
more than five years, 44 per cent 
more than 10 years, and 27 per 
cent of the whole factory force 
more than 15 years,” according to 
D. E. Bates, Reo president. 

“Ninety per cent of the entire 
Reo factory force was born in 
the United States, and 5 per cent 
in Canada and other English- 
speaking countries. Only the re- 
maining 5 per cent were born in 
countries of which the mother 
tongue is other than English. All 
of these foreign-born Reo work- 
men are naturalized U. S. citize ~~ 
and all read, write, and speak 
English. 

“Of further interest, because 
home owners are more contented 
and satisfactory workmen, is the 
fact that 55 per cent of the Reo 
factory forced owned or were 
buying their homes at the time 
the survey was made Dec. 1. This 
fact is even more impressive in 
view of the five and a half years 
of economic depression from 
which we are now emerging.” 


shippers will protest. If down- 
ward the competing forms of 
transportation will argue that the 
cut makes fair profits impossible. 


Difficulties are also foreseen if 
the ICC should adopt a policy of 
allowing one form of transporta- 
tion to fix its rates on the basis 
of what its competitor charges. 
It is predicted in some quarters 
that the commiss.on will adopt a 
policy of fixing new rates on the 
basis of actual cost, rather than 
on the requirements of any com- 
petitive situation. 


This would include all items, 
including depreciation and fixed 
overhead. Then business would 
go to that form of transportation 
which could operate most cheap- 
ly, all items considered, or most 
conveniently for the consumer. 


Wagstaff Named 
Gen’! Sales Mer. 
Of De Soto Corp. 


(Continued from Page 1) 


Sales Corp. When the Plymouth 
Motor Corp. was organized he 
was appointed sales promotion 
manager, and in 1930 became 
Plymouth’s director of advertis- 
ing and sales promotion. 


Foy also announced the appoint- 
ment of Douglas Herrick, former- 
ly assistant to Peed, as assistant 
to the president. Fred R. Cooper, 
formerly assistant regional man- 
ager at Pittsburgh, was ap- 


Douglas Herrick Fred Cooper 


pointed by Foy to succeed Her- 
rick as assistant to Vice-Presi- 
dent Peed. 

Succeeding Wagstaff is William 
W. Romaine. Romaine has been 
with the Chrysler Corp. for the 
past eight years, and joined 
Plymouth when it was first or- 


Neal Nyland Ww. Ww. Romaine 


ganized. He became assistant 
director of advertising and sales 
promotion for Plymouth five 
years ago. Neal Nyland has been 
named to succeed Romaine as 
assistant director of advertising 
and sales promotion. 


Herrick, the new assistant to 
Foy, joined De Soto in 1932, first 
as director of districts, then as 
supervisor of Plymouth sales for 
the De Soto division. Since 1934 
he has been assistant to Vice- 
President Peed. He first became 
associated with Peed in 1925. 


Cooper, who succeeds Herrick, 
has been with the Maxwell Corp. 
and the Chrysler Corp. for 20 
years. He came with the corpo- 
ration first in 1913 in the treas- 
ury department, and during his 
20 years with Chrysler has acted 
as district representative, director 
of distribution, district manager, 
and assistant regional manager. 


r 


BARNEY OLDFIELD, speed king turned safety expert, listed the 
public traffic enemies for Detroit school safety patrol boys this week. 
The former race driver is now highway safety director for Plymouth, 
which is sponsoring a trip to Washington for patrol boys next June. 


Oldfield Says Nation Needs 


Unitorm Traffic Laws 


Los Angeles, Jan. 3.— Barney 
Oldfield, ex-race driver and dean 
of American motorists, believes 
that a simple, uniform traffic 
code, in effect throughout the en- 
tire nation, would do as much 
to reduce accidents as any other 
single factor. 


The famous speed king ex- 
pressed this opinion today, while 
on a national safety education 
tour sponsored by Plymouth. 


‘Tll drive through 10 or 12 
states and at least 25 large cities 
before I get back,” he said, “and 
T’ll run into just about as many 
different traffic codes. I'll have 
to be watching for signal lights 
overhead, straight ahead, to the 
right, to the left and even on the 
ground.” 


Oldfield, who has traveled in 
every state and almost every 
city and town in_ the nation, 
pointed out some of the glaring 
differences in the various state 
and municipal traffic laws. 


“The most dangerous and con- 
fusing differences are those re- 
lating to speed limits and stop- 
and-go lights,” he said. “Some 
States have arbitrary speed limits, 
while others leave the speed to 
the discretion of the motorists. 
In some cities, amber signal 
lights mean stop and stop imme- 
diately. The same amber-colored 
lights mean the motorist may 
proceed in other cities. Motor- 


ists may turn right on red lights 


IHC Purchases 
22-Story Bldg. 
For $2,400,000 


Chicago, Jan. 3.—The 22-story 
building at 180 N. Michigan ave., 
which houses the Chicago head- 
quarters of Automotive Daily 
News, has just been purchased 
for $2,400,000 by the International 
Harvester Co., it was officially an- 
nounced today. 


Plans call for the owners to 
remove their executive head- 
quarters, now at 606 S. Michigan 
ave., to the new building next 
fall. The International Harvester 
Co. will occupy about 18 floors of 
the skyscraper. 


Expanding operations, particu- 
larly in the motor truck field, 
have made larger space neces- 
sary, it is stated. The company 
announces that International 
truck sales showed a gain of 
74.2 per cent for: the first 10 
months of 1935 over the corre- 
sponding period of 1934, as com- 
pared with a 25.9 per cent in- 
crease for the truck industry in 


general, 


in many cities. This is against 
the law in others.” 


Oldfield said it would take a 
Philadelphia lawyer and a life- 
time of diligent application to 
know and obey all the different 
laws. 


“And, even then, he’d probably 
violate some useless statute that 
should have been repealed 20 
years ago,” he said. “For in- 
stance, there’s a law in effect in 
one of the central states that pro- 
hibits motorists from entering 
any city until they have em- 
ployed someone to precede them 
on foot (or horseback) with a 
warning signal. 


“Another ridiculous law still in 
existence in one of our western 
states, stipulates that two motor- 
ists approaching an intersection 
must come to a complete stop. 
The law further states that 
neither motorist can start again 
until the other has proceeded.” 


With such laws still on the 
statute books, Oldfield said, the 
only thing a motorist can do— 
and still be in the right—is to ob- 
serve the number one traffic law 
—the Golden Rule of motoring: 

“Do unto others as you would 
have others do unto you.” 


U. S. Gathered 
$265,000,000 
From Oil Men 


Washington, Jan. 3.—During 
the year just closed the United 
States Treasury was enriched 
$265,000,000 through taxes levied 
upon the petroleum industry, its 
products and its customers. This 
revenue was small, however, in 
comparison with the toll exacted 
by the states and local govern- 
ments, $860,000,000, according to 
the American Petroleum Industries 
Committee, Its estimates place 
total petroleum taxes for 1935 at 
a billion and a quarter dollars, 
$79,000,000 more than the total of 
the preceding year. 


According to the estimates 
there was an increase of $60,000,- 
000 in state gasoline tax collec- 
tions last year, but virtually none 
in the amount collected by the 
federal government from its ad- 
ditional levy on motor fuel. Fed- 
eral collections on crude petro- 
leum processed in the first full 
calendar year of the tax are 
placed at $1,634,000. 


Preliminary figures show that 
the total of 201 types of petroleum 
taxes are equivalent to a levy 
of $1.14 on every barrel of crude 
petroleum processed. The average 
selling price of crude oil was $1. 


Canadian GM 
Sales Far Above 
Former Records 


(Continued from Page 1) 
which spell success for the late 
Autumn introduction plan. 

From Nov. 1 to Dec. 10, Chev- 
rolet in Canada:chalked up more 
retail sales than in any similar 
announcement period in many 
years. Sales in that period ex- 
ceeded the same period of 1934 
by 151 per cent. As against a 
similar announcement period for 
the 1935 car, sales were up sub- 
stantially; specifically in the 
month of November, Chevrolet 
sales were 20 per cent greater 
than sales in February, 1935. In 
the same month, they were 
greater than any January since 
1929. All of which is fairly satis- 
factory evidence that Chevrolet 
certainly has not suffered by an- 
nouncing at a new and untried 
period. 

Chevrolet is cited because it is 
the volume line of General Motors 
Products of Canada, Ltd. The 
same conclusions, however, can 
be drawn from the retail sales 
figures for Pontiac, Oldsmobile, 
McLaughlin-Buick, Cadillac and 
LaSalle. The General Motors 
group, from Nov. 1 to Dec. 10, ex- 
ceeded its sales in the same 
period of 1934 by 196 per cent. 
The group sales in February, 1935, 
were exceeded 42.8 per cent by 
the Nov. 1—Dec.10 period. No- 
vember was the biggest month 
since November, 1928 for General 
Motors passenger and commercial 
cars as a group. Comparing No- 
vember sales of this group with 
previous January sales, in order 
to base a conclusion as to the 
result of the early car announce- 
ment, it was found that Novem- 
ber, 1935, surpassed any January 
since 1929. 


Packard Names 
Packer General 
Sales Manager 


(Continued from Page 1) 


lower priced car. He had been 
well known in automotive sales 
activities for some 10 years pre- 
vious and was credited with no 
small part in the sales successes 
registered by Packard since the 
announcement of the “120” a year 
ago. 

Chamberlain has been identi- 
fied with Packard sales activities 
since 1916 both at the factory and 
in the field. He was recalled 
from the post of general manager 
of the Packard branch in Buffalo 
a little more than a year ago 
as sales manager of the senior 
line of Packard cars. 


R. Chamberlain L. W. Slack 


Slack, who is to have charge 
of the western sales division, had 
been sales promotion manager of 
the “120” division of the com- 
pany for the last year and a 
half. Previously he had for a 
number of years been prominent- 
ly identified with sales manage- 
ment and promotion in the in- 


dustry. 
M. L. Bolick 


Conover, N. C., Jan. 3—M. L. 
Bolick, 52, a member of the firm of 
Jerome Bolick Sons, Inc., one of 
the largest manufacturers of bus 
bodies in the state, died suddenly 
Dec. 22 following a stroke of 
paralysis. 
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One sacred 


pledge we make our friends here 


and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 


tive industry 


as a whole. Nor will its columns 


be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 


10TH. YEAR 


industry it is pledged to serve, wholly through 
the dissemination. o 


NEWS which is timely, 


authentic and of value. 
SATURDAY, JANUARY 4, 1936 


Reviving the Junker Funds 


ee eee by Chevrolet this week of its plan 
to pay bonuses to salesmen for moving used cars and 
the re-establishment of a $20 per car junking fund for 


dealers, we hope may be a 


forerunner of a general re- 


instatement of the junking fund by the entire industry. 
Several years ago such a plan was in general use but was 
dropped about 1931—a victim of the depression. 


The present Chevrolet plan, we understand, is set up for 
one month. Under it special bonuses will be paid by the 
factory to retail salesmen for particularly outstanding 


records in the sale of used cars. 


The junking fund also, 


we understand, has been set for the same period. 


We hope that at the end of that period Chevrolet will 
consider its plan worth continuing and that others will 


follow the Chevrolet lead. 


Junking funds for dealers 


serve a double purpose—they help the dealer directly in 
disposing of unsightly used cars and they discourage the 
resale of used cars that are not fit vehicles for operation 
in our present day traffic. There are those in the industry 
who attribute our heavy sales of new cars during 1928 


and 1929 directly to the fact 


that the factory junker fund 


enabled the dealer to move his used cars more quickly and 


at a profit, or with a smaller 
As things stand today, the 


loss. 
rate which new car sales can 


be accelerated will depend largely upon a corresponding 


acceleration in the sales of used cars. 


We feel that the 


Chevrolet bonus and junking plan may prove a real step 
toward accomplishing the latter objective. 


Rewarding Good Drivers 


iy THE MONKEY in us, 


we suppose, that leads most 


of us to criticise our neighbor and seldom praise him. 
In Minneapolis at the present time a drive is on to put 


reverse English on our usual reactions. 


In that city re- 


cently, police have spent a good part of their time “‘arrest- 


ing” the better drivers. 
into traffic court and “fined” 


a new set of plates for 1936, 


Minneapolis Star. 


These drivers are then brought 


to the extent of being issued 
through the courtesy of the 


It has always been an idea of ours that, perhaps, more 
good driving could be engendered if, for instance, local 
newspapers would print a list of the best drivers in town. 
Our idea was to encourage drivers to send in the license 
number of a car which in their opinion was being handled 
in a sane and sensible manner on the street or highway. 
The paper, in turn, would look up the name and address 
of the owner of the car given honorable mention and print 


his name in the honor roll. 


The same monkey in us that 


makes us criticise our neighbor might result in better 
driving in order to win recognition. 


Ramspeck on a Rampage 


NGRESSMAN ROBERT RAMSPECK, Democrat, 
Georgia, is 99 99/100 points up on the rest of the field 
in the matter of silly legislation by virtue of his bill which 
would prohibit the interstate shipment of cars capable of 


better than 60 miles an hour 
Congressman would like to 


road speed. We presume the 
limit the speed of cars to a 


point where his thinking can keep pace, God forbid! 


By the Publisher 


WHAT OF For the automobile 
1936? industry as a whole 
—for the manufac- 
turers, dealers, jobbers, suppliers 
and the countless others directly 
dependent on the sale and manu- 
facture of motor vehicles—what 
does the new year 1936 hold in 
store? The answer seems to be 
so plainly written that no crystal- 
gazing is necessary and yet it 
will not hurt perhaps to look 
over some of the cards which 
seem to be stacked in our favor. 
+ * * 

IN THE FIRST place we are 
in for an election year, which 
once-upon-a-time was looked for- 
ward to with some misgivings. 
This year, however, we have in 
power a party which now has a 
reputation for using the pulmotor 
of government spending to keep 
the wheels of business well-oiled 
and running at constantly higher 
speeds. We have just witnessed 
the effects of this spending on a 
Christmas season. One would 
have to be dumb indeed who did 
not give credit for some of the 
dollars which have rattled into 
his own till to the government 
spending, no matter how remote 
the original recipients seemed to 
his own business. It seems rather 
obvious that Roosevelt has no 
intention of cutting off this pro- 
cess of blood-transfusion on the 
eve of an election. 

* * 7” 

THEN IT IS MORE than prob- 
able (for I have it on the word 
of a Republican senator) that 
about the first measure that will 
clear the new congress will be a 
Bonus bill. Whether you believe 
in it or not has no bearing on 
our present consideration of what 
is in store for our industry. It 
is a pretty safe bet that before 
many moons in this new year 
have passed there will be a bil- 
lion or more bonus dollars tossed 
into the laps of the veterans in 
these United States. I recall Roy 
Peed (De Soto) saying a year or 
so ago, that if, as and when the 
bonus money jas distributed, we 
in the automobile business could 
expect to have a major share of 
it, either directly or indirectly, 
jingling through our cash regis- 
ters within 90 days thereafter. 
That would give our 1936 volume 
an unexpected far-reaching boost. 

t + + 


A LOT OF THINGS can hap- 
pen in the coming few months 
and there are undoubtedly many 
who believe that the present ad- 
ministration cannot survive this 
year’s battle of the ins-and-outs 
—in which case, with the stimu- 
lus in confidence which Big 
Business says it would get from 
a “fresh deal,” it must be just as 
plain that the upswing would 
only be accelerated. So far as 
the records go, “good times” have 
always meant peak-years for the 
automobile business. It has al- 
ways been the leader and it has 
always ridden the crest of the 
prosperity wave. So you see no 
matter which way this particular 
election year goes, this business 
of ours cannot help but set new 
records in the year 1936. 

. * . 

LET THOSE WHO are prone 
to scoff at the possibility of a 
“5,000,000-year,” in 1936, weigh 
well their words! The manufac- 
turers are getting a long start 
on production. The distribution 
and delivery situation was never 
better at the start of any year 
in the crazy history of this busi- 
ness. The dealers who are now 
in business have squeezed out 
overhead to the point where they 
are in better shape to make 
money than they were in 1929. 
(Believe that one or not, as you 
please!) And the great Ameri- 
can public have the “buying 
urge” and are going places—and 
not in their old jaloppies — no 
siree! The new hand we hold is 
stacked all right—and we couldn't 
have stacked it better ourselves! 
—G, M. 8. 
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He’s Got a Christmas List, Too! 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Safety 

I am asking our Safety Depart- 
ment to be very sure that in the 
future you are sent copies of our 
various pieces of Safety material. 

I believe that W. L. Robinson, 
manager of that department, is 
planning to send you an interesting 
article on the operation of the White 
Traffic Safety Car in the city of 
Philadelphia during the past several 
months. We are very proud of the 
fact, that, with the co-operation of 
the Philadelphia Police Department, 
we have had an opportunity to give 
safety messages to approximately 
325,000 children of public, parochial 
and private schools in Philadelphia, 
as well as contacting industrial 
plants and talking to the people on 
the street on the great need of 
safety for us all. 

Yesterday, we turned the car over 
to the state highway patrol, who 
will operate it with our sanction in 
the counties of Montgomery, Bucks 
and Delaware along the same line 
as it was conducted in Philadelphia 
County. 

Nothing we have ever done has 
brought more favorable comment 
from educators, police authorities, 
motorists, pedestrians and _ school 
children as the “White Traffic Safety 
Car” mission—F. E. Ballantyne, 
general manager The Automobile 
Club of Philadelphia. 


Likes It 

I have not received my ADN for 
a couple of weeks, so | assume it 
has lapsed. Herewith check for $10 
for a two years’ subscription, 
kindly start mailing it to the new 
address, as I can’t live without it.— 
P. Durieux, Guadalajara, Jal., 
Mexico. 


Used Cars 


Has the fact ever occurred to you 
that there are many more used cars 
sold than there are new ones? Has 
it ever occurred to you that the 
turnover in dollars and cents in 
used cars is greater by far than in 
new cars? f 

Doesn’t a picture of your paper 
indicate that you don’t give a whoop 
about used cara as.long aa new car 


production is sliding along at a 
breakneck speed? 

Your enquiring reporter asked 
some dealers some pertinent ques- 


(Continued on Page 19, Col. 1) 


AS OTHERS | 
SEE IT 


Give Industry a Chance 


Alfred P. Sloan jr., president of 
the General Motors Corp., says “the 
year 1936 ought to be better than 
1935” and believes it will be “some- 
what better.” 

This belief is based on the fact 
that “the reaction from excessive 
deflation tending to bring about 
economic recovery is just as irre- 
sistible as the influence of an ex- 
cessive inflation tending to cause 
economic reaction.” 

The fundamental 
situation appear to Mr. Sloan to 
support the possibility that the 
progress toward economic normality 
made in 1935 can be sustained and 

even accelerated during the present 
year if it is not impeded by political 
action. 

Among the questions which cast 
shadows of uncertainty across the 
Country’s industrial future are 
these: 

“After the so-called “breathing 
spell’—what? Is constructive en- 
terprise to be further penalized? 
To what extent will there be im- 
posed a lower ceiling upon our 
future opportunities? 

That is for the people to answer 
at the polls. 

What Mr. Sloan says in effect is 
that, if the politicians will lay off 
of industry, then industry, with the 
start already made in 1935, can 
forge ahead and in due course lift 
the Country over the top. 

The only thing, apparently, which 
can now check recovery is political 
folly in Washington, and the ex- 
tent to which the Administration 
and Congress indulge in baiting and 
hamstringing business, from now on, 
will depend to a great extent on 
how much or how little encourage- 
ment they get from the people back 
home,—Detroit Free Press. 


factors in the 
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Why are so many owners turning to Studebaker - | 
after having been long loyal to other makes? 

Because Studebaker gives them desirable features 
that the 1936 buyer wants but can’t get elsewhere: 


demonstrate—sells many a car instantly. 


2) Overdrive (optional on every car)—with its amaz- 
ing economy of gasoline—its contribution to engine 
life—workhorse and racehorse in one. 


«& Free Wheeling (if desired)—the original, distinc- 
tive Studebaker Free Wheeling which has given 
customer satisfaction for six years and is being 
adopted by other manufacturers for 1936. A desler-built fanchice and cxcin- 


0 Styling inside and outside that has been a smash sive territory. 


hit—a clever woman has designed these cars to We are not going to out-sell all 
thrill women—and men too. competition in 1936, but our dealers 
will make record-breaking profits. 
© Safest, strongest all-steel bodies—and we’ll prove it. Waten wan ta eentiiees ox cee 


6) Enormous luggage capacity in every car. 
@ Smartest Coupes, regardless of price. leg 4b Y, 


I 
ae Automatic Hill-Holder—a marvelous feature to | 
| 


* 


© Comfort, convenience, luxury in every detail. 


© Low prices—Dictator $665—President $965 and up. PRESIDENT 
THE STUDEBAKER CORPORATION 


@ Gas and oil economy that is a challenge to all cars. 





Milwaukee, Wis., Jan. 3.—“"Move 
’em fast, even if you have to give 
them away,” has been the used 
car policy of the Windler Motor 
Sales, Packard, Dodge and Plym- 
outh dealers here, which enabled 
the firm to sell more than 1,700 
new automobiles in 1935, obliging 
it to erect a $30,000 addition, 
which gives the company one of 
the largest showrooms in the 
northwest. 


Special efforts are made to 
move used cars which are in 
stock longer than a month and 
the company instructs its force of 
18 salesmen to move such cars 
even though it may be necessary 
to take a licking on them. It 
adheres to this policy in prefer- 
ence to carrying the car a bit 
longer in the hope of realizing 
a little more money on it. 


Direct Mail Best 


Direct mail has proven the 
best advertising medium to stim- 
ulate used car sales for the Wind- 
ler firm, which was established 
in 1919 as a repair shop occupy- 
ing a 40x20 foot building. When 
the firm has, as an example, a 
1934 used car that is hard to 
move, it solicits by mail approxi- 
mately 100 owners of the same 
make car who are driving a 1932 
model. Invariably one of the 
persons contacted will purchase 
the car. 


Recently when a local news- 
paper staged a Christmas party, 
the proceeds from which went 
to needy children to bring them 
Yuletide joy, Windler’s donated 
a 1929 Plymouth sedan to be 


ah. 


SOUTHERN 
AGRICULTURIST 
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Milwaukee Dealer Licks the Used Car Problem 


‘Move ’Em Fast’ Policy 
Sells 1700 Cars in ’35 


auctioned off at the party. More 
than 20,000 people attended the 
gathering and in addition to pro- 
moting considerable good-will 
through its donation, the motor 
firm also secured some excellent 
publicity. 
Many Salesmen 


Through this type of used car 
merchandising, the firm has min- 
imized its used car problem and 
is able to concentrate upon new 
ear business. In addition to di- 
rect mail, some newspaper and 
radio spot advertising is also used 
by the firm. Its large staff of 
salesmen is also a valuable asset 
in unearthing prospects and sales- 
men are given a monthly quota 
tc shoot at and are rewarded with 
a bonus when it is filled. 


A feature of the company’s new 
showroom covering 50,000 square 
feet on two floors and capable of 
displaying 80 automobiles are two 
setbacks, each able to hold two 
cars. Automobiles are shown on 
these outdoor display niches with 
their plate glass window back- 
ground, to good advantage and 
are spotted at night with elec- 
tric lights. Located on a tri- 
angular corner, the displays at- 
tract the attention of passersby 
on two busy adjacent streets. 
Another feature of the showroom 
are the 12 booths which serve as 
offices and clothing rooms for 
the salesmen. Each is fitted with 
telephones and one booth is al- 
lotted each two salesmen. The 
firm’s service department is in 
the basement where 62 are em- 
ployed. 

New service department equip- 





ANNOUNCES 


THE APPOINTMENT OF 


MR. RAY 


AS MANAGER OF 


WEAVER 


ITS 


DETROIT OFFICE 


2-123 GENERAL MOTORS BUILDING 


Me 


SOUTHERN AGRICULTURIST 


B. KIRK RANKIN 
PUBLISHER 


NASHVILLE 
TENNESSEE 


MODERN STORE FRONTS, produced by Pittsburgh Plate Glass Co., enable the automobile dealer 
to brighten the appearance of his store without prohibitive cost. 
Chrysler Pittsburgh Co., Pittsburgh. 


ment was installed in connection 
with the new addition and the 
firm is making a definite bid for 
service work, which it was un- 
able to handle effectively in the 
past because of lack of space. 


The company makes it a point 
to keep constantly after slow- 
moving used cars and keeps its 
sales staff as well as its service 
department pepped up through 
regular meetings, the former held 
in the evening at least once a 
week and the latter at least once 
a month. 


Doubled Space 


Through modern methods of 
merchandising, one of which is 
licking the used’ car problem, 
Windler has been able to meet 
new angles in selling which have 
helped to increase his new car 
business to the point where he 
was forced this past fall to double 
the firm’s floor space to meet 
requirements. 


Bendix Products 
Forms Marine 


Subsidiary Co. 


Detroit, Jan. 3.—The forma- 
tion of a new manufacturing and 
distributing organization in the 
marine field, and coincidentally. 
the inauguration of a far-reach- 
ing program in the development 
of modern, scientific navigation 
equipment, in marine engineering 
research and in marine power 
plant design, is announced by 
Bendix Aviation Corp. 


The new subsidiary will be 
known as Bendix Products Co. 
No information as to executive 
and directive personnel is as yet 
available, according to Vincent 
Bendix, chairman of the board of 
the parent company. These and 
other details will be announced 
in the near future. 


'|Car Thefts Cut 


In Chicago Area 
Report Shows 


Chicago, Jan. 3.—Success in 
breaking up the automobile theft 
ring responsible for so many 
stolen cars in Thicago is revealed 
in figures released by State’s At- 
torney T. J. Courtney. 

At the time he and his staff 
took up the campaign against 
this racket, 96 cars on an aver- 
age were pilfered daily in this 
city. Today, the figures show, 
the number of cars stolen a day 
run from a minimum of two toa 
maximum of 14. 

Car stripping activities have 
also been almost wiped out and 
in the case of stolen automobiles, 
most of them are recovered, the 
report brings out. 

The results to motorists have 
been felt in a sharp reduction of 
theft rates. At one time, Chicago 
car theft rates were the highest 
in the country. 


The dealership shown here is the 


Attractive New Store Fronts 


Shown by Pittsburgh Glass Co. 


Detroit, Jan. 3—The Pittsburgh 
Plate Glass Co. announces for the 
first time to the automotive trade 
its new store front development 
called Pittco fronts. These mod- 
ernized fronts are designed to en- 
able a car dealer who wishes to 
make his place of business more 
attractive to the passing driver 
to make a radical change in the 
front appearance of his _ store 
without. going into a complete 
rebuilding program. 


The fronts combine Carrara 
structural glass with polished 
plate glass and a new type of 
metal frame work into store or 
garage fronts which not only are 


Automobile Fatalities 
Down 5 from last Year 


Washington, Jan. 3.— During 
the first 51 weeks of the year 
just closed automobile fatalities 
in 86 principal cities of the United 
States were almost even with the 
corresponding period of the pre- 
ceding year—8,794 in 1935 against 
8,799 in 1934. 


In the 51st week there were 
214 deaths, against 198 during 
the preceding week and 218 in 
the same week of 1934. New 
York led all cities with 32 against 
22 the week before. Records of 
the leading cities, compared with 
the previous week, were: Chicago 
21 against 13, Detroit 4 against 
3, Los Angeles 9 against 6, Phila- 
delphia 4 against 6. Thirty cities 
had no fatalities and reductions 
under the previous week were re- 
ported from 25. 


attractive but have advertising 
value in that the combination of 
materials allows for unusual color 
and night effects when used with 
proper flood lighting treatment. 


The rapid and steady growth of 
the neighborhood or community 
dealership movement is seen as 
an indication of desire on the part 
of the alert automobile merchant 
to attract a greater volume of 
steady customers and to also in- 
crease the gross revenue of his 
business and shift a major por- 
tion of his fixed overhead ex- 
penses to other departments than 
that of the new car sales. 


New store fronts in the new 
modernistic designs, it is claimed, 
have also been found effective. 
These designs, it is said, can be 
incorporated into the dealer’s old 
place of business without a pro- 
hibitive outlay of capital. 


Get N. Y. Fire Order 


Kenosha, Wis., Jan. 3—Two Wis- 
consin firms today shared a $180,000 
contract for 12 aerial ladder fire 
trucks for the city of New York. 

The F. W. D. Company, Clinton- 
ville, manufacturers of four-wheel 
drive motor trucks and tractors, and 
the Peter Pirsch and Sons Co., Ken- 
osha, makers of fire-fighting equip- 
ment, will collaborate on the pro- 
ject. 


Class Sales Rise 


Dallas, Tex., Jan. 3.—Sales of “ex- 
pensive” automobiles in the Dallas 
area during November increased 454 
per cent over November, 1934, ac- 
cording to a Department of Com- 
merce survey. 


Curt S LIFTS 
Handle ALL cars 


with ease 


and safety 


Automatic ica hued Wheel Guides 
Self-Leveling Platform 
4-Ton Capacity — Absolute Safety 


CURTIS PNEUMATIC MACHINERY co. 
1993 Kienlen Avenue, St. Louis, Mo. 
New York — Chicago — San Francisco 





Springfield, Mass., Jan. 
30-60-90-day inspection program, 
coupled with close observance of 
local market trends, enabled 
George E. Adams, Inc., Spring- 
field Ford dealership, to sell 900 
used cars valued at approximately 
$250,000 between Jan. 1 and Dec. 
15, according to Adams. 

Used cars constitute no _ se- 
rious problem if “common horse 
sense” is applied in merchandis- 
ing them, Adams told ADN, add- 
ing that he saw no particular 
merit in complicated selling 
schemes. He cites three basic 
points in used car merchandising: 
(1) Good appearance inside and 
out; (2) sound mechanical con- 
dition, and (3) pricing at the cur- 
rent market figures. 


Stock Seen at Glance 

Hanging behind Adams’ desk is 
a large board on which are file 
ecards giving the year, make, 
model and asked price of each of 
the cars in stock. The board is 
numbered in such a way that 
one can determine at a glance 
the exact number of used cars in 
stock. 

When a car is taken in trade 
it is valued by an appraiser who 
sets his price according to what 
he considers the local market 
price. It is put into the shop 
within 24 hours,’ thoroughly 
checked and made ready so that 
after it has gone on the lot it 
can be taken at a moment’s no- 
tice and driven anywhere. 

“One thing I’ve never made a 
practice of and never intend to, 
is to come up to a price on a 
trade-in,” Adams said, “If I see 
that a man is holding out for a 
long price on a used car I just 
forget about him because I know 
that I can’t get all of the busi- 
ness in this section and I don’t 
intend to try. If I boosted my 
allowance on used cars for every 
person that comes in here I’d 
never be able to sell them at a 
profit but would be forced to 
take a loss on every car I sold. 


Check Carefully 


“Every car here is placed on 
the 30-60-90-day basis. That is, 
at the end of 30 days if the car 
hasn’t moved we go over it care- 
fully to see what is wrong with 
it. The car may not be in proper 
condition or the price may be 
too high. If it’s the condition of 
the car we see that it is fixed up 
right away and then put back in 
stock. 

“If it’s the price, we study it 
carefully to determine the rela- 
tionship of our price to the price 
that cars of the same make and 
year are bringing on the local 
market. We must find out about 
the local market and not judge 
by what the car is selling for in 
New York or Detroit or Kalama- 
zoo. In one of those markets they 
may be getting double the price 
-which prevails in Springfield, but 
it makes no difference. Condi- 
tions vary widely in the different 
parts of the country. 

“Sometimes we find that neither 
the price nor the condition of the 
car is responsible for its staying 
in stock. It may be that the par- 
ticular type of car is not selling 
very well at the time. Certainly 
we cannot expect to move road- 
sters and opencars as fast in the 
winter as we do in the spring or 
summer. That is obviously im- 
possible and we try hard to avoid 
buying cars that are not in sea- 
son. Of course, with used trucks 
it may be that general business 
conditions militate against sale. 


Repeat Inspection 


“If at the end of 60 days we 
find that a car is still on our 
hands, we begin to worry. We 
make the same tour of inspection 
of the car as we did at the close 
of the first 30-day period and do 
what we can to move it along. 
Even if the price is the same as 
prevails locally, according to re- 
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Common Sense Helps Sell 900 Used Cars in Your 


Close Watch on Prices, 
Good Check-Up are Aids 


3.—A 


ports, we drop it slightly to see 
if we can make that an incentive. 

“Cars seldom remain in our 
stock more than 90 days for the 
simple reason that they are in 
good condition and are priced 
reasonably. We are very care- 
ful of the stock we take in, just 
as careful about it as we are 
about the parts that go into our 
service department. 

“Certainly no dealer in his right 
mind would take in defective 
parts if he knew them as such 
and pay the same price for them 
that he paid for good parts. Fol- 
lowing that line of reasoning, 
why should he take in a car that 
is a ‘cluck’ at a high price when 
he knows that he has given the 


General 


same price for a good car? If 
he took in bad parts and was 
lucky enough to sell them he 
would have to sell them at much 
less than he sells the good parts 
and if he had paid as much for 
them the net result would be a 
severe loss. Paying the standard 
price for a sub-standard used car 
means it must be sold below cost 
and the dealer must take a bad 
beating. Like every other dealer, 
I’m in business to make money, 
not to lose it. 
Close Figuring 

“We spend about $100 a month 
in mewspaper classified space. 
That generally figures to about 2 
per cent of the value of the cars 
in stock at the time. Added to 
this approximately 5 per cent for 
reconditioning. On some cars we 
have to spend more than 5 per 
cent to recondition them but it 
averages somewhere near that 
figure. This must be added to 


the amount that we pay for the 
car plus salesmen’s commissions 
before any profit is added in. 
It means a lot of close figuring 
and accurate allowances to make 
everything right.” 

Adams has been in the used 
and new car business for 25 years 
and has seen many changes not 
only in the cars but also in the 
methods of selling them. At one 
time it was: “Will the car work 
the greatest part of the time?”, 
and now it’s “Will the car give 
personal comfort all the time?” 
The Springfield dealer stresses 
“personal comfort” as the para- 
mount selling point on used cars, 
and believes that any used car, 
regardless of its make, can be 
made to give this customer-satis- 
faction by proper reconditioning. 

“Nothing can convince me that 
some intricate idea of selling used 
cars is any more effective than 
the way I sell them, using good, 


sound “horse-sense,” Adams said. 
“Of course with some dealers the 
complicated ideas may work well, 
perhaps better than the method 
I use, but nothing can make me 
change my opinion of my own 
method. The proof of how well 
it has worked for me is the num- 
ber of cars I sold in 1935.” 
Sold 600 New Cars 

In addition to the sale of 900 
used cars from January to De- 
cember, Adams sold 600 new cars, 
all Fords. His showroom is on 
one of Springfield’s busiest 
thoroughfares, State street, with 
the used car lot adjoining. On the 
lot one particular value is placed 
on a small raised platform and 
labelled “Today’s Special,” as is 
done by many dealers in various 
sections of the country. Other 
cars are parked so that there is 
plenty of room for prospects to 
move around and view them 
from all angles. 
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N Bbteskn New Car Sales Will Exceed 1935 by 25: 29% 


, Late Fall 


Approximately Double’34 


Lincoln, Neb., Jan. 3.—Nebraska, 
one of the corn belt state hard- 
est hit by the 1934 drouth, has 
made a very satisfactory come- 
back in retail sales’ volume in- 
cluding new car sales, and pres- 
ent indications are that 1936 new 
car sales will exceed 1935 by 
around 25 per cent. Late fall 
sales have been approximately 
double the 1934 figures. 


Ed O’Shea, O’Shea-Rogers Mo- 
tor Co., Ford and Lincoln deal- 
ers, reports an exceptionally good 
fall business and he looks for an 
increase of new car sales in 1936 
at least 20 per cent over 1935. 
“While crop conditions have been 
rather spotty in Nebraska this 
year, new car sales have held up 
remarkably well in all sections 
of the state,” he declared, “and 
it appears that a material in- 
crease for 1936 can be counted on. 
The used car will be the 
Nebraska dealers’ bugaboo.” 


Al DuTeau of DuTeau Chev- 
rolet Co., and Fred Lyon, sales 


Changing: 
the All-American Menace 


HIS MAN drives automobile 

dealers crazy. He’s the carping, 
complaining, hyper-critical fellow 
who finds everything wrong with his 
brand-new car. 


He'll hear knocks where you can’t 
catch a murmur. He'll say the car 
lacks power when it would haul an 
elephant up the toughest hill in 
your part of the county. 


Fortunately, there aren’t many 
like him. But a few “beefers” 
do a lot of harm. 


can 


Often a potential “‘beefer’’ can be 
turned into a booster—and luke- 
warm owners fanned into red-hot 


GULF REFINING COMPANY 


PITTSBURGH, PA. 


DISTRICT SALES OFFICES: 


Boston New York Philadelphia Atlanta New Orleans 


Exchange, Chrysler and Plym- 
outh dealers, both predict that 
1936 new car sales will rise com- 
fortably over the 1935 figures. 
The new models are boosting the 
late fall and winter business away 
over previous years, they say. 
They are of the opinion, however, 
that Nebraska dealers will have 
to do some close merchandising 
in order to keep sluggish used 
car stocks from eating up profits. 


85% Gain Reported 

Grant McFayden, of McFayden- 
Stewart Motor Co., Ford and 
Lincoln dealers, and president of 
the Omaha Auto Trades’ Assn., 
reports a 35 per cent increase in 
new car sales in 1935 over 1934, 
and believes his company will 
realize about the same increase 
for 1936. “New car sales on the 
whole in Nebraska should see at 
least a 20 per cent increase in 
1936 if we get any kind of crops 
at all,” he declared. “Our big- 
gest problem will be to move the 
big car trade-ins.” 

Dealers in Omaha and Lincoln 


enthusiasts, if you give the car an ex- 
tra-swell send-off. And that, to many 
dealers, means this... 


See that the crankcase is filled 
with the world’s finest motor oil— 
Gulfpride. There isn’t another oil 
made that can do so much to keep 
a good motor good. This 100% 
Pure Pennsylvania Oil, thanks to 
Gulf’s exclusive Alchlor process, 
forms only one-fifth as much carbon 
as the next best oil made. 


And in the tank put Gulf No-Nox 
Ethyl, Aviation Grade Gasoline. It 
makes a fast car faster. It gives an 
owner “throttle thrill.” It puts a 


GULF REFINING COMPANY 
3800 Gulf Building, Pittsburgh, Pa. 


Gentlemen: 


agree that 1936 sales in Nebraska 
will surpass 1935. Indications at 
this time are for an excellent 
wheat crop, judging by the fiour- 
ishing stands seen in fall-planted 
fields; and it looks too as though 
good prices will reward the grow- 
ers of this staple. It is altogether 
likely that 1936 will bring a nor- 
mal corn crop, also, since three 
drouth seasons in a row would be 
unprecedented for Nebraska. The 
state is “sitting pretty” for 1936, 
the dealers say. 

Nebraska crops and livestock 
produced in 1935 are worth in dol- 
lars and cents 59.2 per cent more 
than the crops and livestock this 
state produced in 1934. That is 
the estimate just announced by 
Standard Statistics Co., Inc. While 
the increase in value of agricul- 
tural output is estimated at 13 
per cent, much larger increases 
are seen in sections where crop 
failure was conspicuous in 1934. 
Thus the gain in South Dakota 
is estimated at 1146 per cent, 
and 65.7 per cent in North Dakota. 
Value of Iowa’s agricultural prod- 
ucts are 27.4 over 1934, Kansas 
28 per cent and Missouri 33.2 per 
cent. Nebraska’s 1935 crop and 
livestock production is estimated 


world of extra power beneath that 
brand-new hood. 


Do this, and you’ve got another 
customer who’s going to grin and 
gossip—and get his friends in the 
mood to buy your cars. 

Try this simple Gulf plan. Mail 
the coupon below for an interesting 
call by a Gulf salesman, plus copies 
of that helpful Gulf bookler—‘15 
Ways to Save Gasoline Money” 
—to distribute to your customers. 


MAIL THIS COUPON 


RIGHT NOW! 


& 


AON. 1-4-36 


I would like to have a salesman call and 


tell me all about the Good Gulf franchise—also, copies 
of your free booklet,“‘15 Ways to Save Gasoline Money.” 


Address 


Houston Pittsburgh Louisville Toledo 


City, 


at $333,901,000 as against $209,- 


812,000 in 1934. 


Best Since 1930 

Nebraska’s crops alone are 
worth $157,809,000, based on Dec. 
1 prices and final estimates of 
production. This is the highest 
crop value since 1930, the chief 
reason for improved car sales 
during the past year. A. E. An- 
derson, state and federal agri- 
cultural statistician at Lincoln, 
said that the federal census gives 
Nebraska 3,232,000 cattle, which 
is 538,000 head above the original 
estimate of Jan. 1. With the 
present high price levels of cattle, 
this is one of the best pieces of 
news for auto dealers for the 
year, and indicates excellent po- 
tential buying power in the state 
in 1936. 

Another indication for increased 
buying power next year comes 
with increased cattle and lamb 
feeding operations in Nebraska 
over last year, as shown by 
Anderson’s figures. Stocker and 
feeder cattle shipments to feed- 
lots in recent months are 10 per 
cent larger than in 1934 and 
larger than in 1933. Rail ship- 
ments of feeder lambs in Ne- 
braska were 35 per cent greater 
than last year. 


Nash Optimistic 


Other encouraging signs include 
the statement by Anderson 
that Nebraska’s winter wheat 
acreage of 3,566,000 acres is 7 
per cent larger than a year ago; 
Nebraska’s income tax receipts 
for the first half of December, 
this year,.were more than double 
those for the same period in 1934, 
jumping from $382,557 to $766,864; 
and Omaha led the nation in per- 
centage increase of bank clear- 
ings of cities reporting to Dun 
& Bradstreet, Inc., last week. 
Omaha clearings totaled $35,654,- 
000 compared with $25,825,000 for 
the corresponding week in 1934. 

The situation looks very good 
and the entire industry is opti- 
mistic over the 1936 outlook, ac- 
cording to E. H. McCarty, presi- 
dent of the Nash Motor Co., who 
was in Omaha last week to at- 
tend a meeting of Nash and 
LaFayette dealers. Asserting that 
his company had noted a 50 per 
cent increase in business this 
year, he said he looked forward 
to a 75 per cent gain in 1936. 
McCarty and members of his 
group, including C. H. Bliss, Nash 
vice-president and director of 
sales; Courtney Johnson, general 
sales manager; and Tom Chan- 
cellor, mid-western sales man- 
ager, had attended 25 automobile 
shows on a six-week trip and 
were just returning from the Pa- 
cific Coast. 


New Prest-O-Lite 


Battery in Packard 
Indianapolis, Ind., Jan. 3.—A 
Prest-O-Lite HiLevel battery of 
new design makes its debut as 
factory equipment on the Packard 
120. 

The battery is of the group 2 
size. Its electrical capacity (S. 
A. E. rating) is 114 ampere hours; 
133 amps for 20 minutes; 3.5 
minutes at 300 amp. O° F. 


Herb Buckman Drafted 


To Run Cleveland Hall 


Cleveland, O., Jan, 3.—Herbert 
Buckman, secretary of the Cleve- 
land Automotive Trade Assn. and 
manager of the annua. Cleveland 
auto show, has been placed in 
charge of the Public Hall here. 

Under Buckman’s direction the 
automobile shows have become 
nationally outstanding. Since 
Cleveland expects to entertain the 
Republican national convention, 
the Socialist national convention, 
the American Legion convention, 
the Great Lakes Exposition, 
Mayor Burton drafted Buckman 
for the job of handling the big 
hall, 

Buckman will continue his as- 
sociation with the Cleveland 
dealer group. 


Police to Arrest 
Careful Drivers 
Minneapolis, Minn., Jan. 
3.—“Get your careful driver” 
was the command issued to- 
day by Traffic Captain 
Oscar Bakken of the Minne- 
apolis police traffic squad. 


Every traffic patrolman 
will keep his eyes open for 
the most careful drivers in 
Minneapolis, When one is 
sighted he or she will be 
trailed and reports made 
back to police headquarters. 


Then Captain Bakken will 
send a “summons” but the 
call at headquarters will be 
a pleasant one for the care- 
ful drivers “arrested” will 
receive as a sentence a set 
of 1936 license plates from 
the Careful Drivers’ League 
of the Minneapolis Star. 


Co-operating with the 
traffic bureau, The Star will 
award each week three sets 
of license plates to careful 
motorists “picked up.” 


Chicuine Discards 
Privately Owned 
Safety Stations 


Omaha, Neb., Jan. 3.—Discon- 
tinuanee of the use of private 
brake testing stations in carry- 
ing on the city safety campaigns 
has been decided upon by Omaha 
police authorities, as the result 
of objections to the system by 
automobile dealers and garage 
men. A grant of $30,000 is to 
be asked from the WPA for con- 
struction of a public testing sta- 
tion and for installation of equip- 
ment, while $20,000 will be needed 
by the police department for op- 
eration. 


Ned Bailey, secretary of the 
Nebraska automobile dealers’ as- 
sociation and activities manager 
of the Omaha board of safety, 
has just returned from Washing- 
ton where he said he received 
favorable consideration from W- 
PA for the proposed test station. 


“IT shall recommend to the 
board of safety at its next meet- 
ing that Omaha adopt some of 
the traffic methods of Evanston, 
Ill, said Bailey, who studied 
safety methods there while on 
the Washington trip. “They have 
several things we lack. Their 
central testing station, for ex- 
ample, is doing fine work. 


“Eight men check 600 cars a 
day. Through the newspapers they 
order in autoists according to 
their license numbers each week. 
Then if they don’t show up, 
they mail them a postal card, re- 
minding them they must have 
their cars tested. If this fails 
to bring them in, the autoist re- 
ceives a summons by mail. When 
the autoists ignores even this, 
the police pick his car up the 
next time it appears on the street 
and impounds it. He must then 
get it tested before he can get 
it out.” 


Omaha police said only two- 
thirds of the Omaha auto owners 
have responded to the recent call 
for tests under the system just 


| discarded. The garage men com- 


plained that the method not only 
cost them money but lost them 
the goodwill of some of their 
customers. 


Bear Down on Minors 


Sacramento, Calif., Jan. 3.— 
Drastic laws against operation of 
motor vehicles by minors, as pro- 
vided in the new California Vehicle 
Code, are held essential in the cam- 
paign to reduce accidents. Chief E. 
Raymond has instructed the officers 
of the highway patrol to enforce 
fully the provisions against driving 
by minors. 








~ 








AUTOMOTIVE DAILY NEWS, SATURDAY, JANUARY 4, 1936 | 11 





Midwest New Car Sales Up, Used Car Stocks Gain 


Dealers are Exercising 
Caution In Trade-Ins 


on the equipment if it were 
privately owned. 

“Since no space 
governmental transportation by 
motor truck,” the letter stated, 
“we doubt if your committee is 
fully cognizant of the extent to 
which such competition has 
grown. 

“Acquirement by governmental 
agencies of some automotive 
equipment is surely legitimate, 
but it seems unreasonable to pre- 
sume that all of the equipment 
now publicly owned and operated 
is economical or in the public 
interest. It is generally acknowl- 
edged that governmental opera- 
tion in main lines of business 





Chicago, Jan. 3.—Presented as 
a cross section of new and used 
car sales and inventories in the 
middle west during November, a 
report just issued by the Federal 
Reserve Bank of Chicago reveals 
interesting angles of fall intro- 
ductions of new models. 


While retail sales of new cars 
by dealers were 45 per cent higher 
in November than October and 96 
per cent better than in November, 
1934, wholesale volume showed 
even greater gains, amounting. to 
58 per cent and 547 per cent, 
respectively. 


On Nov. 30, the number of new 
cars on hand was 43 per cent 
higher than at the end of the 
previous month and 142 per cent 
greater than the corresponding 
date of 1934. 


Used car sales dropped 6.7 per 
cent from October, and gained .9 
per cent over November, 1934. 
The number of used cars traded 
in was considerably higher than 
the previous month and the same 
month of the preceding year, due 
to proportions of the new car 
market. As a consequence, used 
car inventories rose considerably, 
being 22 per cent ahead of Oc- 
tober and 36 per cent larger than 
in November, 1934. 


This situation has caused deal- 
ers to exercise more caution in 
their trade-ins and to push used 
car sales harder than ordinarily 
at this time of year. 


Could Not Use 
Violator’s Car 


Under New Plan 


Washington, Jan. 3.—Not only 
would a reckless driver be barred 
from operating automobiles on 
National Capital streets, but his 
ear could not be driven by any- 
one else, if a proposed bill to curb 
traffic accidents here passes 
Congress. 


Corporation Counsel E. Barret’ 
Prettyman outlined features of 
the bill to the safety committee 
of the American Automobile Assn 
here this week. Prettyman ad- 
mitted his proposal is drastic, but 
said it would reach a large class 
of car owners not now seriously 
affected by present regulations 
He said the plan, in addition to 
eliminating driving without a per 
mit, would make fleet operators 
and heads of large families much 
more conscious of the need for 
safety on the part of everyone 
using automobiles. 


Federal-Owned 
Trucks Burden 
~ Believes ATA 


Washington, Jan. 3.—The Fed- 
eral and state governments in 
many instances are operating 
trucking equipment which is obso- 
lete and fails to pay its way, 
according to the American Truck- 
Ing Assns. The charge was made 
this week in a letter written by 
the ATA to the National Assn. of 
Manufacturers. 


The letter was written in com- 
ment of a report of the Commit- 
tee on Government Competition 
of the Manufacturers Assn., which 
was considered at the recent 1935 
Congress of American Industry. 


Many of the agencies of the 
government which now perform 
their own trucking service, the 
letter stated, could do the work 
more economically by hiring 
equipment. It also pointed out 
tha owning their own vehicles, 
the Federal and state govern- 
ments lose a sizeable amount of 
revenue which would be derived 
from taxes, direct and indirect, 
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A NEW PITTCO STORE 
FRONT gives a show room 
This 
how the Tom Smith 
Chrysler - Plymouth Sales 
Agency in Topeka, Kan., 
remodeled an old show 
room with a new Pittco 
Front to make it more in- 
viting to prospective car 


costs far more than private oper- 
ation. 

“In the field of truck operation, 
while the majority of trucks are 
privately owned and operated, 
there nevertheless are many hun- 
dreds of business enterprises that 
have found it cheaper to hire 
trucks than to own and operate 
their own. This likewise must be 
true in so far as governmental 
agencies are concerned; some may 
be able to economically operate 
their own trucks, while others 
may not.” 





Changes Name 

Hartford, Conn., Jan. 3.— The 
Whitney Mfg. Co., manufacturers 
of roller, silent, block and conveyor 
chains and sprockets for the past 
385 years, changed its corporate 
name on Jan. 1 to the Whitney 
Chain & Mfg. Co. 

No change in company policy or 
product is involved. 
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It's yours for the asking ... a helpful handbook of facts about store fronts 
and interior painting. Contains complete information on Pittco Fronts; price 
data; “before and after” photographs of actual Pittco-remodeled properties 
everywhere; and in many cases, interesting statistics on business improvement 
resulting from the remodeling pictured. Sign and mail the coupon above... 
now... for your free copy of this valuable book. 
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60,000 Minnesota Drivers 
Labeled Traffic Offenders 


St. Paul Minn., Jan. 3.—More, or any other part of the state, the 
than 60,000 Minnesota motorists} story is told on his license bureau 
involved in serious traffic law| card. 
violations or accidents in the past Police, sheriffs and courts are 
year hold a special “reserved sec-| now making use of this central 
tion” in the card index files of the| fund of information. When a 
Minnesota drivers’ license bureau.| stranger gets into trouble by his 

From all parts of the state rec-/| driving, the local authorities often 
ords of misbehaving drivers come | telephone the license bureau and 
into the central office of the bu-| see if the man has a bad record. 
reau at St. Paul. When a person} They then govern their action ac- 
gets on the violation or accident | cordingly. 
list, a special card is made up for| To date, the bureau has revoked 
him, with his name, description,/ or suspended 1,318 licenses for 
residence and details of his mo- serious offenses. In each case 
toring difficulties. the peace officers of the person’s 

When he is convicted of amajor| home community are notified of 
driving offense in his home town| the revocation or suspension. 
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HE outside appearance of your show 

room has a great deal to do with at- 
tracting or repelling profitable business. 
Prospective car buyers naturally prefer to 
patronize a dealer whose show rooms present 
a modern, inviting and progressive appear- 
ance. That’s why you need a good looking, 
up-to-date Pittco Front, and why, if you 
remodel with one, you'll find your business 
and your profits increasing steadily. So act 
now ... retain an architect to design a new 
Pittco Front for your show room. Our staff 
of experts will render him every assistance 
in design and installation. 


New Pittco Budget Plan 





ite Take 2 years to pay for your new Pittco 
Front! Pay 20% down and the remainder 
in easy monthly instalments at low 
F.H.A. rates. 
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wear on brakes and tires and in 
general, a more efficient hauling 
unit. 

Greater attractiveness of gen- 
eral design features the trucks 
and commercial cars. The new 
designing is said to increase ad- 
vertising value because of the 
smooth flowing lines of both the 
cabs and the entire bodies from 
front to rear. The panel bodies 
have a slanting rear end contour. 


New Frame 


One of the major changes in 
the construction of the new mod- 
els is the adoption of a strictly 
truck-type of frame on the one- 
half-ton commercial car. This 
double drop frame is deeper in 
side rail cross section and has 
five truck-type cross members, 
including the rear engine sup- 
port. The commercial sedan is 
an exception, in that it uses a 
passenger car chassis to afford 
passenger car riding comfort. 

Emphasized for 1936 is “pre- 
proved” economy in both opera- 


CLOSE-UP VIEW of newly 
styled Dodge truck radiator and 
front end. 


tion and maintenance. Fuel and 
oil economy have been developed 
through six mechanical features: 
Aluminum alloy pistons, four pis- 
ton rings, full length water 
jackets, valve seat inserts, spray 
cooled exhaust valve seats and 
special oil cooling. 

Doors of all the 1936 trucks and 
eommercial cars are hinged at 
the front. 

Amola steel, a recent metal- 
lurgical development of the 
Chrysler Corp., which claims 
higher fatigue resisting qualities, 
is used in the springs of the en- 
tire line of trucks. 


Wide Range of Axles 


A wide range of axle ratios, 
coupled with three-, four- and 
five-speed transmissions, and sev- 
eral wheelbase lengths, permit 
these trucks to meet almost any 
transportation requirement. 

The half-ton commercial car 
series has a 116-inch wheelbase 
which replaces the 111- and 119- 
inch wheelbases of the 1935 
series. By shifting the engine 
and cab forward the cab to rear 
axle dimension of 3711/16 inches 
permits the use of a 72-inch ex- 
press body with excellent load 
distribution. This model is pow- 


DODGE 1936 EXPRESS model can be used in many fields. 
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Ne ew Dodge Truck Line Stresses Economy, Strength 


Wide Range o ot Models 
Designed for Efficiency 


(Continued ed from Page 1) 


ered by a 34%x4% bore and stroke 
201 cu. in, engine which develops 
70 h.p. This engine has a three- 
point suspension mounting that is 
cushioy :d with rubber at the 
front end. It also has a four- 
bearing crankshaft and i: 
equipped with exhaust valve seat 
inserts, long water jackets, by- 
pass thermostat and a water 
distributor tube. 


Channel Frame 


A channel section, truck-type of 
frame six inches deep, with box 
cross section members adds to 
the strength of the chassis. The 
clutch and brake pedal mech- 
anism follows the one and 
one-half-ton design. A _ ball 
bearing clutch release, with pro- 
visions for lubrication, and a 10- 
inch clutch is used. The spare 
tire carrier is mounted to the 
side of the frame just forward of 
the cab door. The hydraulic 
brakes are 10 inches in diameter 
and two inches wide, with stepped 
bore wheel cylinders. Three- 
speed synchro-silent transmission 
is used. Axle ratios are of 3.7 to 
1 and 4.1 to 1. Standard tire size 
is 6.00x16. 

Models offered 
are: Flat faced cowl, cowl with 
windshield, cab, panel, screen, 
canopy and express and station 
wagon. The commercial sedan 
utilizes the passenger car chassis. 
The express box of all steel con- 
struction is 72 inches long, 47% 
inches wide and 17 inches high 
and provides large capacity. 


Three Wheelbases 


The one and one-half-ton mod- 
els are furnished in 129-inch, 136- 
inch and 162-inch wheelbase 
lengths and in two series of 9,500 
and 11,500 Ib. gross rating capaci- 
ties. In the 9,500 Ib. gross 1%- 
ton chassis the engine size is 3%x 
4% inch bore and stroke, with 
201.3 cubic inch piston displace- 
ment, 138 foot pound torque and 
70 h.p. Like all the 1936 models, 
this truck has a four - bearing 
crankshaft, full length water 
jackets, water distributor tube. 
exhaust valve seat inserts and by- 
pass thermostat. The 10-inch 
clutch, with ball bearing clutch 
release and provisions for easier 
lubrication, is mounted to a bal- 
anced flywheel. The four-speed 
transmission permits easier gear 
shifting. 


The rear axle housings are 
made of one piece of seamless 
steel expanded at the center for 
mounting of the differential car- 
rier assembly and contracted at 
the outer ends to accept the wheel 
bearings. The brake support and 
spring seat is electrically welded 
to the one-piece housing, after 
which the entire housing assem- 
bly is heat treated. Full-floating 
construction is used. 


The standard rear axle ratio is 
5.428 to 1, with 5.8 to 1 and 4.875 
to 1 offered as optional equip- 
ment. The frame is seven inches 
deep with improved cross mem- 
bers and better balanced load dis- 


in this series 


The 


body is 72 inches in length and mounted at good loading height. 


ABOVE: Standard types of 
trailer equipment with new Dodge 
tractor units for general haulers, 
furniture, etc. 


AT THE RIGHT is the new 
Dodge canopy model especially 
designed for fruit and vegetable 
dealers. 


tribution. Hydraulic brakes of 
14% inch diameter and 1% inch 
wide, with large size stepped bore 
wheel cylinders, give more equal- 





ized wear. Standard models of- 
fered are: Flat faced cowl, cowl 
with windshield, cab, panel, 
screen, canopy, express, stake and 
platform. 


Five Models 


Specifications of the 11,500 Ib. 
gross 1%-ton models include an 
engine of 3%x4% inch bore and 
stroke, with 217.7 cubic inch dis- 
placement, 150 lb. torque, and 
which develops 70 h.p. The rear 
axle differential carrier assem- 
bly and housing is of heavier 
construction. Axle ratios avail- 
able are 5.125 to 1, 5.66 to 1 and 
6.33 to 1. Front brakes are 14% 
inches in diameter and 1% inches 
wide, and rear brakes are 16 
inches in diameter and 2% inches 
wide. The frame, side rails and 
cross members have been in- 
creased in strength. Standard 
models offered include: Flat faced 
cowl, cowl with windshield, cab, 
stake and platform. 


The two-ton models have a 
gross weight rating of 13,500 Ibs. 
They are available in 136-inch, 
151-inch, 162-inch and 180-inch 
wheelbase lengths. This truck is 
powered by a 3%x4% inch bore 
and stroke, 241.5 cubic inch dis- 
placement engine that develops 
170 foot pounds torque and which 
has 85 h.p. This model also has 
full length water jackets, water 
distributor tube and larger ex- 
haust manifold and exhaust pipe. 
A heavy duty 11-inch clutch with 
torsional spring dampener, ball 
bearing clutch release, has pro- 
vision for lubricating. The five- 
speed transmission has a silent 
fourth speed. 


Frame Stronger 


A full-floating rear axle is 
offered in ratios of 5.125 to 1, 
5.66 to 1 and 6.33 to 1. A double 
reduction axle with a ratio of 
7:35 to 1 is available as extra 
equipment. Hydraulic brakes, 
booster operated, 16 inches in 
diameter and 2% inches wide are 
featured on this model as stand- 
ard equipment included in list 
price. Brake lining is one-fourth 
inch thick and fastened to the 
brake shoes with large diameter 
rivets. The frame has been in- 
creased in strength through the 
addition of new cross members. | 
Standard types offered for this | 
chassis are: Flat faced cowl, cowl 
with windshield, cab, platform 
and stake. 

Dodge also will continue to 
offer three- and four-ton models 
and the special custom-built Air- 


introduced. 


Gasoline Prices Down; 


Taxes Higher in 1935 


New York, Jan. 3.—Gasoline 
Motor fuel sold at an average 
retail price of 13.55 cents per 
gallon in 1935 as compared with 
an average of 13.64 cents in 1934, 
but the average of federal and 
state taxes per gallon increased 
to a level of 5.29 cents per gallon 
from the 1934 level of 5.21 cents. 
The cost of the fuel to the cus- 
tomer, because of the taxes, 
averaged 18.84 cents per gallon 
as compared with 18.85 cents in 
1934. 

Prices and taxes are based upon 
reports from 50 representative 
cities, at least one in each state, 
received by the American Petro- 
leum Institute. The reports in- 
dicate that the average of taxes 
has more than doubled in the past 
decade, having been 2.11 cents 
per gallon in 1925 as against 5.29 
cents in 1935, while the average 
retail price of gasoline has drop- 
ped to 13.55 cents from the 1925 
average of 20.09 cents per gallon. 

The highest average price of 
gasoline in 1935 was 13.94 cents 
per gallon, reported Aug. 1. The 
lowest average price was 12.78 
cents, reported Jan. 1. The aver- 
age tax was 5.22 cents per gallon 
on Jan. 1, but rose to 5.34 cents 
per gallon Dec. 1. The highest 
total cost to the customer was 
19.26 cents per gallon, reported 
Aug. 1. The lowest total cost was 
18 cents per gallon, reported Jan. 
1. 

On the basis of prices and taxes 


for the year, the combined federal 
and state gasoline tax represents 
a retail sales tax of about 39 
per cent. 


Service Manual 
Delivery Begun 
To Subscribers 


Philadelphia, Jan. 3—The Stan- 
dard Service Manual, a new rate 
book for service men stressing 
“service all makes” published by 
the Standard Technical Co. is 
now being delivered to sub- 
scribers. 

The publication is edited by 
Paul Dumas, ADN service-main- 
tenance editor. Complete in its 
coverage, the book is so arranged 
that any subject may be quickly 
located. All models of all cars 
back to and including 1930 are 
described. 

Included are job rates for prac- 
tically all service operations, 
manufacturers’ hour base, mater- 
ial costs for all parts necessary 
to each operation and the manu- 
facturers’ part number and list 
price. 


Budd Gets Order 
Philadelphia, Jan. 3.—The Inter- 
national Harvester Co. has placed 
an order for dies and steel stamp- 
ings with the Edward G. Budd Mfg. 
Co., for production on 1936 models. 


DODGE 1%-TON STAKE model is mounted on 162-inch wheelbase 
flow types which were recently| and is built to handle a wide range of hauling jobs. Suitable for 


manufacturers, farmers and retailers. 





Road Building Gives Work to Basic Industries 
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$100,000,000 for Roads 
Expands to $315,000,000 


Washington, Jan. 3—How im- 
portant the building of new and 
improvement of old highways are 
in priming the prosperity pump 
is proved in an economic and 
statistical analysis of road con- 
struction expenditure made by 
the Federal Bureau of Public 
Roads this week. The analysis 
shows that an expenditure of 
$100,000,000 for highways initiates 
@ movement resulting in the 
transaction of $315,000,000 worth 
of business in many industries 
and the employment of 103,000 
men for one year. 

Highway construction can be 
managed in such a way as to 
provide employment in rural and 
urban areas approximately in 
proportion to unemployment ex- 
isting there, the bureau asserts. 
The variety of highway types and 
degrees of mechanization make 
possible considerable adjustment 
to meet needs of the jobless, it 
adds. 

Although road building has the 
conspicuous advantage of flexi- 
bility in creating employment 
where there is the greatest need 
it also produced substantial em- 
ployment of numerous industries, 
it is pointed out. Analyzing an 
outlay of $100,000,000 for high- 
ways, the bureau says: 

“The expenditure is assumed to 
be made for highways of the 
types, in the locations and under 
the conditions of expenditures in 
recent years. The direct employ- 
ment on the roads is shown and 
also the first distribution of funds 
to various industries. These ex- 
penditures generate still other 
expenditures through the pur- 
chase of materials, equipment 
and supplies.” 

The report traces, step by step, 
the industrial activity and em- 
ployment generated in 23 basic 
industries involved in handling 
and processing highway materials 
and supplies. These supplies origi- 
nate in quarries, mines, forests 
and fields and pass through many 
hands before they are finally used 
in a completed highway. 


Sales Tax Fight 
Lost by Dealers 


Little Rock, Ark., Jan. 3.—The 


Arkansas supreme court has 
ruled that the cost of automobile 
license tags cannot. be offset 
against the 2 per cent sales tax, 
but that the full amount of the 
sales tax must be paid on new 
trucks and cars. 


As previously reported in Auto- 
motive Daily News, the Madison 
Cadillac Co. of Little Rock, and 
other automobile dealers  ob- 
tained an injunction in Chancery 
Court restraining E. R. Wiseman, 
state revenue commissioner, from 
collecting the full tax on new 
ears, and subsequently the trial 
court held that the tax collectible 
should be the “difference between 
the amount of the sales tax and 
the license tax.” 


The automobile dealers “built 
up” their case on a paragraph in 
the exemption clause of the sales 
tax act specifically exempting “a 
portion of all retail sales on arti- 
cles or commodities on which a 
state privilege tax or license is 
already collected.” The act stipu- 
lated that “in such cases the tax 
imposed by the sales tax law 
should be an amount equal to 
whatever is the excess above the 
already imposed privilege tax or 
license.” 


The state supreme court ruled 
that the automobile tax is a privi- 
lege tax, “but that it is a tax for 
the privilege of using the high- 
ways and not a privilege tax on 
the automobile itself.” The high 


tribunal held that, as thus dis- 
tinguished, the automobile license 
tax “does not fall within the ex- 
emption in the sales tax act,” and 
pointed out that the automobile 
dealer “has nothing to do with 
payment or collection of the li- 
cense tax, it being paid by the 
car owner directly to the state, 
but that the dealer is required to 
collect the full amount of the 
sales tax, which is an altogether 
different tax.” 

Automobile dealers of the state 
have collected the sales tax under 
protest and it has been held in 
escrow pending final decision of 
the case. The reversal and dis- 
missal of the case by the high 
court will result in the tax money 
being paid into the state treasury 
15 days hence unless a petition 
for a rehearing is filed within 
that time, it was pointed out. 


Linderman Has 
Full Trailer 
Braking Line 


Detroit, Jan. 3.—A complete 
line of trailer brakes and actuat- 
ing mechanisms therefor, has 
been announced by Linderman 
Devices, for installation on ve- 
hicles in the field, whether or 
not already equipped with brakes. 

Brake units at the wheels are 
identical for all three types: 
vacuum operated, air operated, or 
hydraulic power braking. 

If the brakes are to be oper- 
ated by air pressure or through 
the Linderman “Cruising Fluid” 
hydraulic power brake system, 
this combination unit is omitted 
as unnecessary and the single 
pressure line from the tractor is 
then coupled directly to the brake 
lines in the trailer. 

Since, in Linderman brakes, 
pressure is provided under every 
square inch of lining instead of 
at one end of the shoe only, line 
pressure is extremely low (1-15th 
to 1-20th those of conventional 
hydraulics, for instance) and di- 
rect actuation of shoes by air 
pressure is therefore possible. 
No intermediate linkage, cylin- 
ders, etc., are needed for any of 
the three systems. 


‘Safety Voice’ 
Aids Dealer 
In Campaign 


Philadelphia, Jan. 3.—A Phila- 
delphia distributor has taken a 
unique and effective way of bring- 
ing his name and his car before 
the public and at the same time 
advancing the cause of traffic 
safety. 

Bury & Holman, Inc., are the 
distributors. De Soto is the car 
and here is the story. Late last 
summer, Frank E. Ballantyne, 
general manager of the Automo- 
bile Club of Philadelphia, A. A. 
A., began to think of a safety 
campaign for Philadelphia using 
a loud speaker equipped automo- 
bile. Martin L. Bury, of Bury & 
Holman, Inc., immediately saw 
the possibilities for public serv- 
ice and offered the automobile 
club the use of a 1935 De Soto 
Airflow sedan for this work. The 
co-operation of Superintendent of 
Police LeStrange was secured, as 
well as the approval of Mayor 
J. Hampton Moore. The car was 
painted, the equipment installed 
and on Sept. 4 the “Voice of 
Safety” was dedicated by the 
Mayor at City Hall, the AAA and 
Bury’s firm being publicly com- 
mended for their co-operative 
plan to reduce accidents. 

Immediately it set out on its 
work, two foot traffic patrolmen 
were assigned to act as drivers 


and the safety and traffic engi- 
neering department of the club 
supplied the speakers. The club 
found that operation of the car 
fitted in logically as part of its 
safety program which includes 
the organization and mainten- 
ance of school safety patrols, the 
distribution of safety posters and 
literature and the furnishing of 
speakers and movies to schools, 
drivers’ meetings, scout troops, 
clubs, etc. 


The original plan called for the 
use of the “Voice of Safety” a 
period of 30 days ending in the 
first week of October, but when 
it was seen that its work was of 
such obvious value, Bury ex- 
tended his offer of the car to as 
long as use could be found for it, 
with the result that the Philadel- 
phia police operated it until Dec. 
4th, three times as long as origi- 
nally intended. 


Clarence B. Worth 


Ann Arbor, Mich., Jan. 3.—Clar- 
ence B. Worth, 46, metallurgist with 
the Hudson Motor Car Co. from 
1915 to 1922, and a recent chemical 
engineer with the Detroit Specialty 
Co., Ypsilanti, Mich., died here re- 
cently after an illness of two years. 
He became associated with the De- 
troit Specialties Co. in 1925, prev- 
ious to which time he had been with 
the Wilcox Metal Products Co. in 
Saginaw, Mich. Surviving are his 
widow and three sons. 
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Chevrolet Sales Chief 
Set for National Tour 


Detroit, Jan. 3.—H. B. Hatch 
and Felix Doran jr., Chevrolet 
assistant general sales managers 
in charge of the eastern and west- 
ern halves of the United States, 
respectively, will leave Detroit 
next week to conduct a series of 
meetings with Chevrolet regional 
and zone personnel throughout 
the country. This will be the 
first step in apprising the entire 
Chevrolet organization, wholesale 
and retail, of the company’s 
$1,000,000 co-operative used car 
disposal program, which will re- 
tire thousands of unworthy old 
cars from the streets and high- 
ways of the country. 

The plan sets up a minimum 
fund of $1,000,000, to be used in 
reimbursing Chevrolet. dealers for 
dangerously old cars taken in and 
junked, thus making an important 
contribution to the cause of 
traffic safety paramount in. the 
mind of the public today.. It also 
provides added compensation for 
Chevrolet salesmen who co-oper- 
ate effectively in the program. 

Besides informing.the field or- 
ganization of the working of this 
plan, the meetings will cover 
other details of Chevrolet’s. pro- 


gram for a record-breaking 1936. 
They will outline the sales objec- 
tive for the new year, and pre- 
sent the comprehensive program 
developed to assure achievement 
of that goal. 

A banquet in each of the nine 
regional headquarter cities will be 
featured by the presentation of 
the honor awards for 1935 in the 
All-American Selling Team estab- 
lished two years ago by W. E. 
Holler, vice-president and general 
sales manager of Chevrolet. 

The series of meetings will open 
with an all-day session attended 
by Flint regional personnel, to be 
held in Detroit Monday under the 
direction of Hatch. He will 
then leave for similar meetings 
at Buffalo; Boston, New York and 
Atlanta, Doran going to Chi- 
cago, St. Louis,: Dallas, and the 
Pacific Coast. The relaying of 
the program to the retail field 
will begin immediately after the 
local meeting, the Flint regional 
men sending crews. throughout 
the region to meet with dealers 
and salesmen, and the other re- 
gional territories following suit 
upon the completion of their ses- 
sions with the factory executives, 
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Costly Mistakes in Used Car Trading Described 


McMichael Urge: rges Frankness 
In Dealing With Pros pects 


By S. W. McMICHAEL 
Secretary Michigan Automobile Trade Assn. 


Detroit, Jan. 3.—Of the mistakes that were made and 
paid for in the past by automobile dealers, none came so 
high as the-mistakés they made when negotiating for the 
used car. For want. of courage and frankness in going 
in a straightforward manner to the public with facts in- 
stead of fiction when the “allowance” price was under 
consideration, the tactics that were used characterized 


as they were by evasions, apologetic indecision and not 
oOo 


infrequently subterfuge were, to 
say the least, pitifully futile. The 
average salesman’s passive atti- 
tude in this respect, along with 
the absence in the industry of an 
intelligent, well defined “buying 
technique,” costs the automobile 
retailers of the country a loss 
that no business can long sustain 
—the loss of public confidence. 
The wide range of allowances, 
the fanciful and obviously untrue 
stories, the “shock” appraisal sys- 
tem whereby it was thought 
“good form” after working hours 
or perhaps days to get your pros- 
pect’s confidence, then in order to 
persuade him to be “reasonable” 
In his allowance demands, to 
knock him down with an absurdly 
low offer for his car. This “sys- 
tem” might have worked if the 
prospect had not taken the “cue” 
and gotten up, as if it were “red 
hot” — returned the salesman’s 
compliment with interest by ask- 
ing twice as much for his car as 
he originally intended. 


Cost is High 


The differences between dealers 
themselves as to the value of 
used cars gave the public the 
impression that there was no way 
or method in the industry to 
rightly estimate used car values; 
it forthwith injected its way into 
the solution of the problem— 
much to the dealer’s sorrow. The 
cost to the automobile dealers of 
the country of these mistakes 
over a period of years is not 
exaggerated by stating it in tens 
and hundreds of millions of 
dollars. If the automobile re- 
tailers of Michigan intend to seri- 
ously attack the evil practices 
that have come into the industry 
to deprive them of profits, the 
first and most important step to 
be taken is to go to the public 
with the truth about used car 
values. Until the public _be- 
comes conscious of the actual 
market worth of used cars, little, 
if any, change in prospective cus- 
tomers attitude toward salesmen 
attempting to purchase used cars 
at fair prices can be expected. 

Starting with the Guide Book 
price as the fixed point of the 
commercial value of a recondi- 
tioned car, it will facilitate the 
process of convincing any fair 
minded person that it is only fair 
business practice for the seller 
of any used product, whether it 
is old equipment or used ma- 
chinery, to take depreciation on 
that product to the extent that 
he has used it and it is very un- 
fair for anyone to ask the auto- 
mobile dealer when buying a used 
car to make it an exception to 
that rule. It was demonstrated 
during the first few months of 
the Code that the public knowing 
a “procedure” is fair, quickly be- 
comes accustomed to it and ad- 
justs its habits accordingly. When 
these steps are taken in this in- 
dustry and not until then will 
the automobile merchant, market 
his product as do other business 
men governed by sound principles 
of merchandising. 


Guide Necessary 

The Official Guide Book, pub- 
lishing accurately each month the 
prices the public is then paying 
for each model, year and make 
of used car sold in the state of 
Michigan, does for the public and 
for the automobile dealer what 
a compass does for the navigator 
and passengers on board a trans- 
Atlantic liner. Whether the boat 


is tossed about by wind or waves, 
the magnetic needle of the com- 
pass remains unchanged—it points 
north with unfailing accuracy. 
With this information, the ship’s 
navigator can hold the liner on 
its true course. In buying and 
selling used automobiles, the 
equivalent of the compass is the 
Guide Book quotation—it reflects 
each used car’s market worth. 
Whether the conditions in the 
state or industry change the sup- 
ply or demand the book quota- 
tion reflects true average used 
car values. Having this informa- 
tion, any dealer or salesman can 
readily ascertain the price his 
company can afford to pay for 
the car. offered. Reconditioning 
costs, handling costs and sales 
costs are easily ascertainable. 
Up to Salesmen 
Experience has proved that 
when responsibility of apprais- 
ing and buying used cars is 
placed squarely on the salesman, 


Profit With Every Sale 


This is the third article in a series on retail selling and 
how to make it profitable that will interest every dealer and 
retail salesman in the industry. The series is written by 
S. W. McMichael, secretary of the Michigan Automotive 
Trade Assn., who has a wide background of merchandising 
experience, both as a dealer and as a factory sales executive. 


McMichael discusses the problems of the dealer today and 
provides a host of suggestions for solving those selling prob- 
lems, which can be controlled by the dealer. 
tions, if put into effect, will do a great deal to improve the 
position of both dealers and retail salesmen and will make 
them both more profitable operators. 


Convinced that the dealer and the retail salesman are 
standing on the threshold of a major change in the industry, 
McMichael has analyzed their problems and provided the 
solutions in 2 booklet entitled “Profit With Every Sale.” 
The third installment, “Costly Mistakes in Negotiating for 
the Used Car,” appears on this page. 


knowing he must justify his posi- 
tion by producing profitable busi- 
ness, his attitude toward his 
prospect becomes positive instead 
of passive and he quickly ac- 
quires the qualities of a “pur- 
chasing agent.” When this re- 
sponsibility is assumed by the 
salesmanager, the salesmen toss 
away, as a compromise to close 
a deal quickly, 10 or 20 dol- 
lars of the dealer’s money as 
though dollars were pennies. A 
saving of but 10 dollars on each 
new and used car that a dealer 
sells in a year as the result of 
good buying technique certainly 
warrants every effort being made 
to accomplish this end. 


For automobile salesmen to ig- 
nore the importance and value 
of the Guide Book as part of 
their equipment on which they 
must base their arguments for 
“fair treatment” is as irrational 
as would be the act of the liner’s 
navigator if in mid-ocean he de- 
liberately threw the ship’s com- 
pass overboard. 


The old adage that merchan- 
dise well bought is half sold is 
as true of used cars as of any 
other product. When used cars 
are bought at prices that will 
allow reconditioning and han- 
dling expenses, at the same time 
permit the automobile retailer to 
offer them to the public at prices 
that really represent a saving as 
against the purchase of new cars, 
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MODERN LUBRICATION rack of A. B. England Co., Pontiac dealers in Hollywood, Calif. Every- 
thing necessary for high-speed lubrication # provided. 


used car sales will keep pace 
with new car output. 


The lack of profit and loss of 
capital, however, will never be 
corrected in the retailing of auto- 
mobiles until selling organizations 
realize that proper training in 
selling used car “allowances” is 
just as essential to profits as 
proper training in new car selling. 


These sugges- 





Find New Weapon 
For Traffic War 


Muskegon, Mich. Jan. 3.—In 
a conviction here which estab- 
lishes a precedent, a truck owner 
was found guilty of negligent 
homicide in a fatal automobile 
truck collision, although he was 
not the driver of the truck at the 
time. 


William P. Johnson was owner 
of the truck which figured in the 
collision in which a girl was 
killed. 


At the hearing it was alleged 
that the truck had been parked 
without lights and overlapped 
the pavement. After the accident, 
Johnson and the driver of the 
truck, Horatio Waters, were ar- 
rested and pleaded guilty of be- 
ing drunk and disorderly. Waters 
fled and is being sought, but 
Johnson returned here for trial. 


Johnson’s attorneys declared 
that the collision and not the 
parking was the cause of the 
death. Judge Fred T. Miles, how- 
ever, denied a motion for dis- 
missal on those grounds and al- 
lowed interpretations of opera- 
tions of a vehicle to include park- 
ing in a negligent manner. 

The case excited interest be- 
cause it fixes a precedent for il- 
legal parking and may prove an- 
other weapon in the traffic war. 


Tenn. Jobbers 


to Answer 


Trade Commission Charge 


Chattanooga, Tenn., 
According to announcement by J. 
M. Sharp, president of the Chat- 
tanooga Automotive Jobbers’ 
Assn., a special meeting will be 
called within the next few days 
to decide what step will be taken 
in connection with the complaint 
of the Federal Trade Commission 
that the group of dealers con- 
spired to fix prices. Sharp said 
the Tennessee Automotive Job- 
bers’ Assn., of which he is also 
an officer, received the same com- 
plaint as the Chattanooga organi- 
zation and is planning a meeting 
of the membership at an early 
date. 


Telegraphic advices from Wash- 
ington said the commission would 
issue a “cease and desist” order 
if the practices complained of are 
not abated by Jan. 24. 


Admitting that the automobile 
jobbers have “technically violated 
some of the Federal Trade Com- 
mission regulations,” Sharp ex- 
plained: 

“These violations were not com- 
mitted with any idea of stifling 
competition or to restrain free 
trade. Any infringements we 
may have committed were tech- 
nical violations and we are not 
working to eliminate competition. 


“The jobbers were trying to 
maintain trade levels which the 
national recovery administration 
set down for us. We wanted to 
preserve the wage and hours level 
the NRA set down for us and to 
avoid cut-throat competition. 
Thus, in attempting to follow 
this course we have technically 
violated the Federal Trade Com- 
mission’s regulations. I think we 
should answer the complaint, 
plead guilty to certain infringe- 
ments and give our reasons for 


Acquire Wider Rights 
Of Way for Detroit 


Detroit, Jan, 3. The acquisition 
of wider widths of right of way 
under the master plan goes stead- 
ily forward even in these de- 
pressed times, said Edward N. 
Hines, Wayne County (Detroit) 
road commissioner, today. 

This plan provides that all sec- 
tion line and radial roads shall 
have an ultimate width of right 
of way of 120 to 204 feet to pro- 
vide for safer, faster and better 
motor transportation. 

From Jan. 1, 1935, to date 29,289 
feet of wider widths of right of 
way has been acquired by gift, 
dedication, purchase or condem- 
nation, stated Hines. 


Jan. 3.— 


these technical violations. We 
want to avoid the cease and ‘de- 
sist order. if possible. We feel 
that we have acted for the best 
interest of the industry. The 
NRA required us to classify our 
trade as to the type of custom- 
ers. We have continued oper- 
ating on this basis. We also have 
adopted the manufacturers’ re- 
sale prices and discount sched- 
ules, These are based upon the 
class of customer and his ability 
to pay. The accounts are classi- 
fied as to the side of business. 
Necessarily a fleet owner having 
50 trucks, should be considered 
in a different category from the 
owner having five trucks. It is 
hardly right to say that we are 
stifling competition by these 
practices, when some of the deal- 
ers carry lines which the others 
do not have.” 


J. G. Obermier 


Tucson, Ariz., Jan. 3.—J. G. Ober- 
mier, vice- -president in charge of 
production and member of the board 
of directors of The Timken Roller 
Bearing Co., died of pneumonia here, 
Dec. 28. Mr. Obermier was born in 
Cleveland, in 1868 and early be- 
came interested in production prob- 
lems. After working for a number 
of years in Cleveland, he went to 
Canton, O., and in 1912 joined the 
Timken organization as superinten- 
dent of production. He was in ac- 
tive charge of production through 
the development period of the com- 
pany. In 1921 Mr. Obermier was 
elected to the board of directors 
and appointed vice-president in 
charge of production, which posi- 
tion he filled actively until within 
a few weeks of his death. 


Harvester Adds 200 


Milwaukee, Wis., Jan. 3.— Two 
hundred additional employes have 
been added to the payroll of the 
International Harvester Co. works 
here within the last month, accord- 
ing to E. J. Leiser, superintendent. 
The company is employing 4,500 per- 
sons now, the largest it has had on 
its payrolls here for three or four 
years. Production of tractors and 
cream separators has not slumped 
off as much as usual during this 
time of the year, Leiser said. 


Must Have Cash 


Sacramento, Calif., Jan. 3.—After 
Jan. 1, 1936, personal checks will 
not be accepted in payment of mo- 
tor vehicle license fees, it was an- 
nounced here today. As the new 
order does not become effective until 
the first of the year, many motorists 
are taking advantage of this situa- 
tion and purchasing their license 
plates ahead of time. 
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Employment Index Rises 
25.3% Over Last Year 





Detroit, Jan. 3.—Statistics just 
released by C. O. Skinner, execu- 
tive secretary of Automotive Parts 
and Equipment Manufacturers, 
Inc., show that moving up new 
car announcements has resulted 
in a sharp increase in employ- 
ment, production and payrolls in 
this industry during the three- 
month period ending in October. 

Figures for August, September 
and October of 1935 on the origi- 
nal equipment division of the in- 
dustry show that the employment 
index has increased 25.3 per cent 
over the comparable period last 
year. August of this year showed 
a 10 per cent decrease in employ- 
ment; September showed a 28 
per cent increase and October 
showed a 79 per cent increase 
over the respective periods last 
year. 

Man Hours Up 

Man hours worked increased 
59.6 per cent for the three-month 
period this year over last year. 
August of this year was 3.4 per 
cent under August of last year; 
September this year showed an 
increase of 80.9 per cent and Oc- 
tober showed an increase of 186.3 
per cent over the _ respective 
months last year. 

Payrolls for the three-month 
period this year increased a total 
of 64.6 per cent over the similar 
period last year. The August pay- 
roll was 9 per cent greater this 
year than.last; September showed 
an increase of 75.4 per cent and 
October showed an increase of 
136.7 per cent over the similar 
period last year. 

Wages Up 31% 

Average hours worked per week 
per employe during the three- 
month period in 1934 were 28.3 
and figures show that each em- 
ploye averaged 36 hours per week 
during the comparable period this 
year. The average hourly wage 
for all employes was greater this 
year than last and the average 
weekly earning per employe for 
the three-month period showed 
a@ 31.2 per cent increase for 1935 
over 1934. 

The average weekly earning per 
factory employe in October last 
year was $17.90 and in October 
this year it was. $25.49, an in- 
crease of 42.4 per cent. 


Michigan Compiling 
All Accident Reports 


Lansing, Mich., Jan. 3.—One 
of the means being taken by the 
state department of Michigan, 
which may prove a_ successful 
weapon in the efforts of the state 
to bring safety to its highways, 
is to compile all reports of motor 
vehicles involved in infractions 
of the law and accidents in which 
persons are killed or injured. The 
compilation is in charge of Or- 
ville W. Atwood, secretary of 
state. 

The ultimate purpose, he said 
is to have a true and complete 
driving record of every person in 
the state so that when a driver’s 
license is sought the applicant can 
be checked on immediately. 

This record may be used to 
deny a driver’s license under a 
statute provision which says that 
the secretary may refuse to issue 
a driving permit with a just 
cause. 


Insurance Co’s Prepare 


Air Travel Policies 
New York, Jan. 3.—Six of the 
largest casualty insurance com- 
panies in the United States an- 
nounced recently, through David 
C. Beebe, president of the United 
States Aviation Underwriters, Inc., 
that beginning January, 1936, they 
would underwrite a new form of 
insurance for airline commercial 
travelers, which compares favor- 
ably in cost with other travel 
insurance. 


The companies which issued 





this new insurance are the Aetna 
Casualty and Surety Co., Century 
Indemnity Co., Hartford Accident 
and Indemnity Co. Maryland 
Casualty Co, New Amsterdam 
Casualty Co. and United States 
Fidelity and Guaranty Co. 


The new insurance, termed 
“airsurance,” will be an employ- 
er’s voluntary contractual liabil- 
ity policy under which it will be 
possible for an employer to obtain 
up to $10,000 insurance for each 
employe named in the policy, at 
a rate of $1 per $1,000 per year. 
The minimum premium for any 
one employer will be $50, cover- 
ing five or more persons, as the 


employer may designate. This 
new policy was developed at the 
request of large corporations 
which have sought such a form 
of insurance for their executives 
and other employes to encourage 
them to take advantage of the 
time saved by air travel. 


Accepts New Law 


West Allis, Wis., Jan. 3.—Allis- 
Chalmers Mfg. Co. has accepted the 
amendments to the Wisconsin un- 
employment compensation law which 
were adopted to meet requirements 
of the federal social security act, 
H. W. Story, vice-president, has an- 
nounced. 


Action of the company was ex- 
pected to be followed by other lead- 
ing employers in the state before 
Dec. 31, the final date on which 
they could signify acceptance of the 
amendments and escape additional 
costs during the first half of 1936. 


Autos Support 
226,474 in Illinois 


Chicago, Jan. 3.— Statistics 
compiled and released by Charles 
M. Hayes, president of the Chi- 
cago Motor Club, show that 226,- 
474 persons in Illinois are given 
employment by enterprises di- 
rectly connected with production 
and operation of motor vehicles.” 

“These figures,” Hayes added, 
“cover workers in motor vehicle 
rianufacturing establishments, 
petroleum refining, sales and 
servicing units, federal and state 
road construction, truck and bus 





drivers, and raw material 
workers. 
“The automotive group fur- 


nishes work and wages for one 
out of every six persons in the 
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olls Keep Pace With Output 





nation’s wholesale, retail and 
service trades. 

“Sales by the automotive group 
of such establishments are as- 
suming greater importance in the 
dollar turnover of the nation’s 
business, now amounting to ap- 
proximately $7,839,025,000, of 
which $3,168,198,000 represents 
wholesale business, $4,419,249,000 
retail, and $256,578,000 sales by 
service trades.” 


Solar Bonus Voted 


Milwaukee, Wis., Jan. 3.— Em- 
ployes of the Solar Corp., battery 
and paint manufacturers, have re- 
ceived bonus checks under a plan 
voted by the directors of the firm 
last spring. The plan provides for 
payment of 1% to 10 per cent of 
the employes’ yearly earnings, the 
percentage increasing in direct pro- 
portion to length of service at the 
rate of 1 per cent per year. 





He will buy more cars and 
trucks in 


1936. 


Farm Incomes 
Increased 


$844,000,000 /ast year! | 


ITH greatly increased purchasing 
power, the farmer will buy more 


cars and trucks in 1936. Manufacturers 


who advertise in 


farm papers will get the 


big share of this business in the farm market. 


Stop in ata few farm homes and see what ad- 


vertising actually reaches the farmer. Ask to be 
showa the publications they have in the house 
at the time of your call. 


You will find that magazines of general circu- 
lation reach less than 8% of the farm market, 








while nine out of ten farm homes will show you 


the current issues of one or more farm papers. 


No other advertising media have this circula- 
tion. And, certainly no other publications have 


such potent sales influence ia farm homes, 


To sell more of your product ia farm homes, 
put more of your advertising in farm papers. 


YOU CAN’T SELL THE FARM FAMILY WITHOUT Farm P apers 





FARM JOURNAL 

PROGRESSIVE FARMER 

SOUTHERN AGRICULTURIST 

PRAIRIE FARMER 

WALLACES’ FARMER & IOWA 
HOMESTEAD 

THE FARMER (St. Paul) 


SUCCESSFUL FARMING 

WISCONSIN AGRICULTURIST 
& FARMER 

THE FARMER-STOCKMAN 

FARM AND RANCH 

THE OHIO FARMER 

PENNSYLVANIA FARMER 


HOARD’S DAIRYMAN 
MICHIGAN FARMER 
INDIANA FARMER’S GUIDE 


PACIFIC N. W. FARM TRIO 
(The Washington Farmer, The 
Idaho Farmer, The Oregoao 

_ Bagmer). 5 , : 





CAPPER’S FARMER 

KANSAS FARMER (Mail & 
Breeze) 

MISSOURI RURALIST 

CALIFORNIA CULTIVATOR 

MONTANA FARMER 

_UTAH FARMER 
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Plan Maintenance Ass’n to Standardize Service 


Move Would Solve Trade 
Problems, Proponents Say 


(Special to ADN) 


New York, Jan. 3.—In an effort 
to standardize service for the mo- 
toring public, a proposed National 
Maintenance Assn. would supply 
and encourage service work as 
part of the motor transportation 
package. 

At a meeting of the committee 
on plans for the association here 
last Saturday, it was reported 
that such a co-operative group 
would not only solve many of 
the trade problems but would also 
promote a universal system of all- 
car upkeep, standardized in price 
and procedure, to benefit not only 
the public but the manufacturer 
who is troubled with misused cars. 


Declaring that improved service 
and lowered prices will greatly 
increase the market for cars by 
reducing the upkeep costs of driv- 
ing, the association would em- 
bark on a huge three-year pro- 
gram aimed at standardization. 
Such a drive, the committee be- 
lieves, would prove of great 
economic benefit and solve five 
fundamental automotive prob- 
lems: 


l It will help the owner main- 
tain safer cars, protect his in- 
vestment, insure mechanical de- 
pendability, instill confidence in 
efficient driving and increase the 
market value at the time of sale 
or trade. 


2 It will become an important 
factor in the safety campaign 
inaugurated by manufacturers as 
their contribution in clearing the 
highways of misused and unfit 
vehicles, and in the humanitarian 
interest of saving lives and re- 
ducing accidents. 

It will reduce the cost of mo- 

tor transportation, a factor as 
important as the original cost in 
creating a larger market for new 
cars. It will protect the reputa- 
tion of the maker and give him 
a voice in the control of the main- 
tenance of his product in the 
after market. “Prospect seeking,” 
as is the case when the buyer 
drifts away because of dissatis- 
faction over a car he has mis- 
used, will be reduced. 

It will aid the dealer in that it 

will insure a better trade-in 
and save him money in recon- 
ditioning. The dealer will have 
an opportunity to reach out in his 


Motor Industry 
Praised by FERA 


Lansing, Mich., Jan. 3.— The 
State Emergency Relief Adminis- 
tration praised the automobile 
industry today for what it termed 
“marked advances” in the estab- 
lishment of employment stabiliza- 
tion funds to assist employes 
during lay-off periods. 

The ERA monthly bulletin said 
that millions of dollars now being 
set aside for the purpose promise 
to “eliminate the need for unem- 
ployment relief during unavoid- 
able re-tooling periods.” 

The statement, covering the 
month of October, told of im- 
proved business and _ industrial 
conditions in Detroit. It said 
there was a 14 per cent increase 
in Detroit bank clearings, com- 
pared with September; 18.1 per 
cent in deposits; 43.8 per cent in 
the value of building permits, and 
25 per cent in the volume of auto- 
mobile sales. 


WANTED—Overhead Convey- 
or, several thousand feet of 
good used 4-in. I-beam over- 
head conveyor, complete with 
drive. Box 1011, Automotive 
Daily News, 527 New Center 
Bldg., Detroit, Mich. 


neighborhood for all possible cus- 
tomer contacts. 

The maintenance station will 

have the opportunity to gain 
and retain regular harmonious 
customer contacts. To sell up- 
keep together with allied com- 
modities at a good profit will 
prove beneficial. 

In commenting on the plan, the 
committee said that the “upkeep 
or motor vehicles represents a 
necessity—a national commodity 
—purchased on a basis of quality, 
convenience and price. It is an 
all-car neighborhood product. 

“The product is the all-impor- 
tant factor from the owner’s 
viewpoint, need and demand. It 
should become universal for con- 
venience and _ standardized in 
quality and price.” 

Headquarters of the committee 
are established in room 1240 
Chrysler Bldg., New York City. 
Election of officers will be held 
during a national conference in 
Detroit, Jan. 20. 


Detroit Eaton Plant 


Moved to Massillon 
Massillon, O., Jan. 3.—Massil- 
lon. got a Christmas present in 
the form of a new industrial 
plant to employ 400 persons, 

The Eaton Manufacturing Co. 
decided to move its Detroit fac- 
tory to Massillon. Deep drawn 
and plated goods, including auto- 
motive parts and miscellaneous 
articles, will be produced. The 
payroll will average $40,000 
monthly. 

“We are planning to make it a 
model plant capable of economic 
production and one which will 
ultimately employ 500 to 600 per- 
sons and even more,” said J. O. 
Eaton, of Cleveland, chairman of 
the board of the company. 

The plant will occupy a build- 
ing owned by the company and 
now vacant. The Eaton Co. op- 
erates two plants in Massillon at 
present. 


New Office Started 

Canton, O., Jan. 3.—Construc- 
tion of a new office building at the 
Hercules Motor Corp. has been 
started by the L. W. Kilgore Co. of 
Canton. Cost is estimated at $30,- 
000. The new structure will be 
100 x 175 feet, one story high of 
brick and steel construction. The 
present office building will be con- 
verted into a division of the factory. 
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ONE OF THE BATTERY of 
Wayne plant of Graham-Paige. 


gun welders in operation at the 


These bulky machines are handled 


with the greatest of ease by the operators and enable underbody 
welding to be completed at the rate of 20 an hour. 


Tire Business 


Better Says O’Neil 


Akron, O., Jan. 3.—“As the year 
1935 ends, conditions generally are 
much improved throughout the 
rubber industry and all indica- 
tions point to continued improve- 
ment in the months immediately 
ahead,” said W. O'Neil, president 
of the General Tire & Rubber 
Co., today. “With better times, 
more motorists are refusing to be 
satisfied with mediocre tires, just 
as they are dissatisfied with other 
mediocre merchandise, More are 
insisting on getting their money’s 
worth for the dollars they spend. 

“Safety, not speed, will be the 
objective most popularly sought 
in motoring in 1936. The motor- 
ing public, throughout America, 
has become genuinely alarmed 
over the tremendous increase of 
fatal or serious motor accidents 
in the past few years and is seek- 
ing for every means of making 
motoring less hazardous. 





“Motorists are looking to the 
tires on their cars, which must 
really stop the car in an emerg- 
ency, after the brakes have stop- 
ped the wheels. Tire mileage is 
taken for granted on present-day 
tires and today’s drivers are much 
more concerned about whether 
their car will stop at once, in an 
emergency, and stop in its own 
traffic path, than they are in 
whether their tires will last 35,- 


000 or 45,000 miles. Most good 
modern-day tires give plenty of 
mileage.” 


Gambill is Appointed 


Kelvinator Distributor 
Chicago, Jan. 3.—The big news 
of the week on motor row was 
the appointment of the Gambill 
Co., Inc., headed by Charles E. 
Gambill, as distributor of Kel- 
vinator products in the Chicago 
trading area. D. P. Gambill, a 
brother of C. E., is vice-president 
and general manager of the con- 
cern. 

The Chevrolet dealership, of 
which Gambill was president, will 
be operated by his son, Russell, 
and the father will retain his 
financial interest in the Gambill 
Motor Co. 

C. E. Gambill has been for 22 
years a leading figure in the mo- 
tor trade. He is a former presi- 
dent of the National Automobile 
Dealers’ Assn. and the Chicago 
Automobile Trade Assn., and is 
at present a director of both 
organizations. 


Dealers Will Elect 


Washington, Jan. 3—Members of 
the Washington Automotive Trade 
Assn. will meet Jan. 6 to elect a 
successor to Stanley H. Horner, re- 
tiring director of the National Auto- 


| mobile Dealers’ Assn. 


Horner’s term expires Mar. 6. He 
is president of Stanley H. Horner, 
Inc., Buick dealership, and is now 
a director of the Washington trade 
group. 


Trailers Put 
On Production 
In New Plant 


Detroit, Jan. 3.—Mass produc- 
tion methods are for the first time 
in the manufacture of house-type 
travel trailers being adopted in 
the new plant recently acquired 
by Covered Wagon Co. 

An assembly line sees the first 
operation started at one end and 
the completed trailer emerge at 
the other end. Each production 
operation is handled by a sep- 
arate crew of specialists. All parts 
from chassis to putting on the top 
are constructed on jigs, assuring 
precision. 

This year will see rapid devel- 
opment in providing national dis- 
play and distribution facilities, 
according to A. G. Sherman, pres- 
ident of Covered Wagon Co. At 
the recent automobile shows great 
interest was shown by the public 
in the trailer displays. They lend 
themselves logically to display in 
automobile showrooms and al- 
ready a considerable number of 
automobile dealers are finding it 
advantageous to put them on the 
floors. 

The growth of interest in this 
type of touring trailer during the 
past year provides ground for a 
belief that this new industry will 
rapidly become an important fac- 
tor in extending buying mterest 
in automobiles. 


Hudson, Terraplane 


Detroit Sales Climb 


Detroit, Jan. 3.— Hudson and 
Terraplane sales swung into fifth 
place in the standing in new car 
registrations for December in 
Detroit (Wayne County). Hud- 
son’s figures show 7 per cent gain 
for December with 647 registra- 
tions against 406 for November, 
when it listed 41 per cent of 
the total number of registrations. 

From all parts of the country 
Hudson reports sharp gains since 
the introduction of their new 
models, 


Dealers Elect 


Seattle, Jan. 3—August Johnson, 
president and general manager of 
the Transport Corp., Seattle, has 
been elected president of the Seattle 
Automobile Dealers’ Assn. for this 
year. 

Other officers are S. S. Sayres, 
vice-president; Max Whitcomb, treas- 
urer, and Wm. Culberson, secretary. 


NEW PASSENGER CAR REGISTRA 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold. 
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Rep. Ramspeck (Ga.) Plans to Slow Bowed ‘America 


But America a May Slow 
Down Rep. Ramspeck (Ga. ) 


(Continued from Page 1) 


ly but are convinced that his pro- 
posal is unconstitutional. They 
contend that high speed is shown 
by official statistics to be the 
cause of only a small percentage 
of traffic accidents and that un- 
der present highway conditions 
excess power is required for 
quick pick-up. Without it, they 
say, while a few accidents from 
reckless high speed might be 
averted, new. hazards from lack 
of quick pick-up in heavy city 
traffic would develop. It is also 
pointed out that automobiles are 
not the only form of locomotion 
possessing power beyond actual 
needs. Airplanes, railroad trains 
and steamships, they cite, all are 
' powered above their needs. 


Few Speed Ads 


It has also been observed here 
that automobile manufacturers 
generally are no longer using 
high speed claims in advertising. 
The last uses of this sales argu- 
ment, it is understood, did not 
have a favorable public reaction 
and car makers are now relying 
upon other forms of appeal such 
as beauty, safety and _ service- 
ability. 

Incidentally there was made 
available to ADN today some in- 
teresting new statistics which go 
far to disprove any contention 
that motorists as a class are 
suffering from anything like 
speed mania. Observation of 
traffic speeds in the open coun- 
try have begun in various states 
and first returns have just been 
reported. 

These are from Rhode Island, 
where checking of thousands of 
cars on the highways showed 
that only 1 per cent traveled at 
55 miles per hour, 6 per cent at 
60 and 10 per cent at 45. In cities 
and towns, of course, all speeds 
are much slower. The Rhode 
Island figures are considered 
fairly representative of many 
other localities. 


Six Years in Congress 


Rep. Ramspeck has been in 
congress six years. He is 45 
years old and after serving suc- 
cessively as chief clerk of the 
house post office, secretary to 
Rep. W. S. Howard, deputy UV. 
S. marshal, solicitor of the city 
court of his home city, Decatur, 
Ga., city attorney and member 
of the Georgia general assembly, 


was elected to the 7ist congress, 
Oct. 2, 1929, to fill the vacancy 
caused by the death of Rep. Les- 
lie J. Steeles. He has been re- 
elected three times since. He is 
chairman of the house civil serv- 
ice committee and member of the 
committee on claims, labor and 
merchant marine and fisheries. 


Although he is a Democrat, his 
proposal to limit automobile 
power is not considered an ad- 
ministration measure. It was re- 
called today, in fact, that when 
President Roosevelt was in Warm 
Springs, Ga., not long ago, his 
opinion was asked about sugges- 
tions that speeds be curbed 
through engine denaturing. The 
President laughed off the sug- 
gestion, it is stated. 


Rep. Ramspeck had not ar- 
rived at his office by last night 
and there was some apprehen- 
sion that if he is journeying here 
by automobile at travel speeds 
he would make compulsory for 
all, he may not arrive here in 
time for the world premiere of 
the second session of the 74th 
congress today. 


St. Louis Dealer Delivers 


4,000th Since Jan. 35 


St. Louis, Mo. Jan. 3—L. M. 
Stewart, Inc., Chrysler-Plymouth 
dealer here, established a new 
sales record in 1935. On Dec. 26 
the firm delivered its 4,000th new 
car since the first of the year. 


“Tt was a gratifying episode in 
the celebration of the 10th anni- 
versary of the company,” said 
L. M. Stewart, president. “It evi- 
denced the recovery of the buying 
power of St. Louis and the ad- 
jacent territory during 1935. It 
was also a compliment to the em- 
ployes of our organization.” 


Trent Named 


Knoxville, Tenn., Jan. 3.— Tom 
Trent was elected president of the 
Knoxville Automotive Trades’ Assn. 
at the annual session held at the 
Andrew Johnson Hotel, Dec. 31. 
Other officers elected were: Hugh 
McCutchan, first vice - president; 
Hunter Dunn, second vice-president; 
H. T. Poore, secretary - treasurer. 
Directors Goodloe Walden, R. H. 
McCallie, Hugh McCutchan, H. C. 
Buchanan, T. Trent, R. L. Donald- 
son, J. C. Mahan and Hunter Dunn. 


THESE PONDEROUS fixtures are probably the most important 
equipment necessary to complete a Chrysler Airflow body. The rear 
and front parts of the body are brought together and held in correct 
position or relation while they are welded into a unit. 


Hudson Plays 


In Nation’s 


Detroit, Jan. 3.— More than 
150,000 persons are primarily de- 
pendent upon the Hudson Motor 
Car Co. for their livelihood. A 
combined investment of $85,000,- 
000 is represented in the assets of 
Hudson and its dealers and dis- 
tributors. 

Thirty-five thcusand persons 
are directly employed by Hudson 
and its distributing and dealer 
organization. 

These facts, developed in a re- 
cent survey, were revealed today 
by Roy D. Chapin, president, who 
emphasized the importance of the 
so-called independent automobile 
producer in the economic picture 
of the nation. 

“This survey _ shows,” said 
Chapin, “that the independent 
group of automobile manufactur- 
ers represent a factor in our eco- 
nomic life today that is of vital 
importance. It shows a buying 
power that is still more impres- 
sive, when it is considered that in 
the manufacture of an automo- 
bile, products from every state in 
the United States are used. This, 
of course, means added employ- 
ment in general, with a quickened 
buying power. 

“For example, we use wool 
from the Merino goats of Texas 
in the manufacture of mohair. 
We use cotton in many fabrics. 
Many mills are kept busy in the 


TIONS 49 STATES FOR NOV., 1935-1934 


With the addition of the 10 states printed today the compilation for November is complete. 


HUDSON GROUP 
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39 States for 
November 

’ Alabama 
California 
Colorado 

Iowa 

Maine 
Massachusetts 

> Mississippi 

: New York 
Tennessee 
Wyoming 

~ Total, 49 States 


for November 


Total to Date 


2966 
1585 


189 
119 


oe 

~~ 94 
2 
132 
__ 102 


367 
206 


~ 3962 

2195 
47801| 
38660 


785 
674 


7 


739 
618 
25 
i 


4268 
702| 2287 
19 103 
10 66 
154 343 
98 217 
46 
28 
132 
68] 
26) 
24 
234 
149 
“sl 
8 


84| 
56| 
82 
74| 
14 
11 
23) 


78 
is 
18 
34! 
28} 
4 


18 
38 
20 
4 


48 
Oa 

15 

64 

91 


l 


41 
58, 
4 
- 
80 
112 
14 
17 
‘| 


102 
47 

~ 14/ 4 
8| 

~~ 115 

__ 188} 


"— 


198; 565) 
112 318 


a a 
15| 49 


55, 
<5 


Ae 


3| 14 ‘| 5 
1133 
1022 


1035 
947 


5821 1 
1028} 3223 
19278| 67079 


18405; 57065 13652 


8589 


NASH GROUP 


1524 
1292 


260) 


26 


2168 
1969 | 
16242) 15836| 32078 
22241 


532| 
j| 510 


5 


246, 3021 
491] 394) 


: (ASI " 


4| 
aa 385 
| 43 __ 46] ~—@ 
ce 19 | 


a 
is|¢ 
| _14 
152 24| 
_ 152 | 48] 
| sl 
57] 7 ; 
32 

9] | 
15 | 
~ $05) 11) 25 
144j 12} 24] 


oo fe 


~ 195} 24) 75 
__ 86 se 51 
37 | 8|_ 
es 0: 


8} a 
1 2 
or 757| 359 
450| 656| 675] 598) ue 


4918|14890| 6966 aaa 708 
5158|12275| 5926 6071 


91) 
43] 
ole 
oe “25 | 
215} 
1] 2 _| 
9| 246 5 
37 23 an 


‘| 





33 “a0 
_ 83} 121) 
com. 4 


’| a 


4493 73 


17] 


1641 


5| 
= a 


ee 


. = & 
ae: 


Vital Part 


Economic Life 


spinning of cotton for use in 
tires which we use. We use cop- 
per from the mines of Michigan 
and Wisconsin, while coal is 
bought from many different states 
to fire the boilers that keep up 
steam in our big factories in 
Detroit.” 

Pointing to the survey, Chapin 
declared that the survey ac- 
counted for the direct employ- 
ment of 35,000 persons in the fac- 
tory and distributing organiza- 
tion. Estimating four. persons to 
a family, this accounts for a total 
of approximately 150.000 

Of the total of 35,000 employed 
by the Hudson organization, ap- 
proximately 10,000 are employed 
by the factory itself in Detroit, 
while 25.000 more are to be found 
on the payrolls of distributors and 
dealers throughout the country. 
“This, alone, represents a _ tre- 
mendous buying power,” said 
Chapin, “when it is realized that 
many of these workers are lo- 
cated in small communities.” 

Referring to the millions in- 
vested in Hudson, Chapin pointed 
out that, aside from the assets of 
the company, itself, which ex- 
ceeded $35,000,000 on June 30, 
1935, the company’s dealers and 
distributors had a total capital 
investment exceeding - $50,000,000. 
This indicates a combined invest- 
ment of $85,000,000, or an average 
of $2,500 per individual employed. 
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35,000,000 Cars 


By 1950 Declares 
Scoville in N. Y. 


New York, Jan, 3.—In 1950 
there will be in use in this coun- 
try about 35,000,000 automobiles, 
about 9,000,000 more than this 
year, John W. Scoville, chief 
statistician of the Chrysler Corp., 
said this week before the Eco- 
nometric Society at its annual 
meeting in the Roosevelt Hotel. 
Production of motor vehicles in 
1950, he estimated, would reach 
5,104,000 to supply the domestic 
and foreign markets. 


Judged by automobile sales, 
states in the Eastern industrial 
and urban areas suffered less 
from the depression than mining 
and farming states, Scoville said. 
Farmers and artisans suffered 
most, and professional people 
least, he found. 


Cheapening the cost of cars has 
not.added to unemployment, while 
refinements in manufacture are 
additigns to equipment on cars 
have absorbed the workmen dis- 
placed in certain departments by 
labor-saving machines, Scoville 
declared. 


“About 5,000,000 extra jobs were 
created by the advent of the auto- 
mobile,” he added. “This was 
possible because of the labor- 
saving devices in the automobile 
factories, the tire factories, the 
steel mills, paint factories, and so 
forth. These machines have cre- 
ated employment for millions.” 


The Waldorf 
Point of View 


The distinguished setting of 

The Waldorf...with all The 

Waldorf's superlative ser- 

vices and social gayety... 
and yet 


Single rooms: 
$5, $6, $7 
Double rooms: 
$8, $9, $10 


Interesting New York life 
centers at The Waldorf, lo- 
cated in the city’s most fa- 
vored residential section... 
yet just a few minutes from 
shops, clubs, theatres, and 
Grand Central. 





Send for Booklet No. 26 entitled 
“Tripping Around New Tork” 


THE 


WALDORF 
ASTORIA 


Park Avenue, 49th to 50th Sts. 
New York City 








Most All Close 
Near the Peak 
For the Year 


By C. J. ALEXANDER 


New York, Jan. 3.—Automotive 
stocks, in the average, appreci- 
ated 68 per cent in market value 
in 1935 and in most individual in- 
stances closed the year at or 
near their tops for the 12 months. 
Average prices of parts and ac- 
cessory and tire shares finished 
the year with the best averages 
of 1935, while car and truck com- 
pany stocks closed within a frac- 
tion of the top. 

Prices in some individual issues 
advanced several hundred per 
cent. The biggest advance of the 
year, when measured by points, 
was that of Chrysler, which 
closed 1935 at 92%, up 62% points 
from the 1934 close of 29%. Gen- 
eral Motors appreciated more 
than 32 points, Auburn, 26 points; 
Borg-Warner, about 54; Briggs, 
42; Collins & Aikman, 38;.Motor 
Products, 47%, and Young Spring 
& Wire, 33%. 


Value Up 


The market valuation of the 24 
stocks used in the Automotive 
Daily News averages at the be- 
ginning of 1935 approximated $2.,- 
166,000,000 and on the final day of 
the year was $3,648,000.000, an 
appreciation of $1,482,000,000. The 
increase in market valuation of 
all the automotive issues listed on 
the New York Stock Exchange 
was considerably larger. 


Following .are the gains in 
prices of some of the leading 
automotive common stocks dur- 
ing the year 1935: 


1934 
Close 


1935 
Close 
42% 
23% 
53% 

70 


Houdaille-Hershey B .... 
Hudson e 


Marlin Rockwell 
Midland Steel 


Spicer 


Thompson Products 
Timken- Detroit 

Timken Roller . 

U. 8. Rubber .. 

White Motor ... 

Yellow Truck 

Young Spring & Wire ... 

Prices of automotive stocks 
were somewhat irregular in the 
closing week of the year. The 
closing was strong, however, and 
a number of stocks reached new 
high levels for the year. These 
included Borg-Warner Firestone, 
Goodrich, common and preferred; 
Lee Rubber & Tire, Mack Trucks, 
U. S. Rubber, preferred; Ray- 
bestos-Manhattan and Yellow 
Truck & Coach. 


Tires Strong 


The Automotive Daily News 
stock price averages for the final 
day of the year compared as foi- 
lows with the week before and 
the corresponding period of last 
year: 

Last 
Week 
40.15 
10 Car-truck co’s.. 42.34 


10 parts-accessories 37.56 
4 Tire-rubbers ... 18.83 19.97 1,14 17.76 


The tire stocks were particu- 
larly strong in the closing trad- 
ing of the year, the pace of the 
upturn of recent weeks having 


This Year 

Week Change Ago 
40.31 +-0.16 23.88 
42.32 —0.02 24.43 
38.42 0.84 23.59 
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Adiaiioabye: Rocks End Year With Gain of 68% 


been accelerated. The recent 
strength in these shares corrected 
the weakest spot in the automo- 
tive list. This week’s average for 
the group was a new’ high for 
the year, as was the close for 
the parts and accessory shares. 
These new highs were sufficient 
to lift the price average for the 
24 stocks to a new high for the 
year despite the slight setback in 
the car and truck shares. Chrys- 
ler reacted in the final week and 
General Motors was unchanged 
from the preceding period. Au- 
burn was a feature, with a gain 
of 4% points and Mack also 
climbed. 


United States Rubber Co. an- 
nounced during the week that it 
would redeem on Mar. 1, 1936, its 
Series L 6% per cent serial notes, 
due Mar. 1, 1937, and its Series 
M 6% per cent serial notes, due 
Mar. 1, 1938. 


New Jackson Company 


Installing Its Machinery 


Jackson, Mich., Jan. 3.—Instal- 
lation-of new machinery in the 
plant of the Walker-Michigan Co., 
recently moved here from Racine, 
Wis., has started. The company, 
which manufactures auto acces- 
sories such as mufflers, jacks and 
cranks, will go into production 
here in a few days, it was said. 

The company purchased the 
plant formerly occupied by the 
American Gear and Mfg. Co. sev- 
eral months ago after labor 
troubles in Racine. 


Steel Operations Will 


Rise to 61 Next Week 


Youngstown, O., Jan. 3.—The 
steel operating rate in this dis- 


trict opened unchanged at the | 


start of the week at 59 per cent 
of capacity, but likely will jump 
to around 61 per cent by the end 
of the week, mill executives said 
Monday. 

In the 1934 week operations 
were 44 per cent, in the 1933 week 
40 per cent, in the 1932 week 14 
per cent, in the 1931 week 32 per 
cent and in the 1930 week 37 per 
cent. 


NEW. YORK 
Allis Chalmers Mfg. 


Auburn Auto 
Bendix Aviation 


Commercial Investment T. (2)... 


Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
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Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Jan. 3 (3:30 P.M.).—Buying swept over stocks in 
the last half hour of trading today. Rail, oil, and spe- 
cialty shares were favored and registered good gains. 
Electric Auto-Lite featured accessories which were quiet, 
while Chrysler and Genera] Motors failed to progress 


against selling influences. 


International Harvester Co. 
Faces ’36 on Sound Basis 


Chicago, Jan. 3.—Stimulated by | fore 
new products and sales-tempting 
improvements on several of its| 
lines, International Harvester Co. 
embarks upon the new year on 
the soundest basis since 1930. 


Setting aside unforeseen devel- 
opments, chances at this early 
date are considered good for 
eclipsing the showing made in 
1935, which, from what can be 
learned now, will surpass that of 
1934, when the company earned 
$3,948,637, or $4.83 a share on 816,- 
724 shares of $7 preferred stock. 


Added to its better agricultural 
business, International’s truck 
business has shown a vigorous 
pickup and its position in this 
industry, during 1935, was sub- 
stantially improved, Increasing 
popularity of its automotive line, 
together with an enlarged offer- 
ing of motors, have produced a 
demand for Internationals no- 
ticeably in advance of that shown 
by truck makers as a whole. 


Significant also in the new 


year’s outlook is the growing im- 
portance of the company’s indus- 
trial tractor activity. Harvester 
manufactures gasoline and Diesel 
models in both the wheel and 
track-laying types. It is, there- 
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fore, in position to offer a com- 
plete line of commercial tractors 
at a time when demand for ma- 
chinery of this nature is sharply 
on the upgrade. The company 
has spent considerable money on 
its diesel research work and now 
stands to share profitably in the 
anticipated popularity of this kind 
of motor power. 


Sales of its agricultural equip- 
ment—original product of the 
company and still its major 
money-maker—have been defi- 
nitely on the upgrade for over two 
years. 


Farm income has shown im- 
pressive recovery from the 1932 
low spot. Banking and credit con- 
ditions in the rural sections are 
on the soundest basis in several 
years and the debt problem of the 
farmer has been eased. 

The picture, however, is by no 
means flawless. Rural income has 
still a steep hill to climb before 
reaching the top and the problem 
of meeting taxes, interest and 
other fixed charges is still per- 
plexing to the majority of farm- 
ers. 

Generally speaking, however, 
the agrarian situation has im- 
proved so much that farmers and 
agricultural implement makers 
are more optimistic than at any 
previous time since 1930. 
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Machine Tool 
Industry Sees 
Big °36 Demand 


New York, Jan. 3.—“The ma- 
chine tool industry looks on 1935 
as the year in which the public 
has begun to appreciate that the 
modern. machine is. a_ potent 
maker of jobs through its assist- 
ance in bringing old and new 
products to the consumer in 
volume at prices he can afford to 
pay; that it is a spreader of 
wealth in things the people en- 
joy; that the most highly mechan- 
ized industries are those nearest 
the peak of employment; and that 
to meet the price consciousness 
of people in all lines necessitates 
the replacement of the wasteful 
and inefficient by the new and 
modern and cost-saving equip- 
ment,” believes Herman H. Lind, 
general manager of the National 
Machine Tool Builders’ Assn. 


“With the knowledge that busi- 
ness in general is expanding, that 
much equipment now in use is 
obsolute, and that loanable funds 
are in ample surplus, no better 
investment can be found than 
cost-reducing equipment,” Lind 
said. “The machine tool industry 
looks forward to 1936 as a year 
of continued demand for its 
product.” 


British Empire 
Proves Biggest 
Export Market 


Washington, Jan. 3.—The im- 
portance of the British Empire 
to American export trade is 
growing, according to an analysis 
of America’s foreign commerce in 
the first nine months of 1935 com- 
piled by. the Chamber of Com- 
merce of the United States. Amer- 
ican exports to Empire countries 
constituted 42.4 per cent of the 
total, the analysis revealed, com- 
pared with 39.1 per cent in 1934, 


The United Kingdom ranks as 
our leading customer, taking 17.2 
per cent of total exports as com- 
pared with 15.5 per cent to 
Canada, the second best custo- 
mer. The total to the United 
Kingdom in the nine months had 
a valuation of $269,990,000. The 
only part of the Empire import- 
ing less from the United States 
than in 1934 was the Irish Free 
State. 


The: review shows that exports 
to nearly three-fourths of our 
best customers for the first 
three-quarters exceeded those for 
the same period in 1934. Individ- 
ual countries purchasing less 
were France, Germany, Nether- 
lands, Switzerland, Irish Free 
State, Denmark, Finland, Japan, 
China, Colombia, Venezuela, Hon- 
duras and Dominican Republic. 


New Goodyear Listing 


Montreal, Jan. 3.—The announce- 
ment is made of the listing of 120,- 
900 shares of Goodyear Tire & 
Rubber Co. of Canada, 5 per cent 
cumulative redeemable preferred 
shares of a par value of $50 each 
on the Montreal Stock Exchange. 
This listing covers a new issue of 
preferred shares replacing the old 
preferred stock redeemed last June. 
The previous issue also was listed 
on the Montreal Stock Exchange. 


New Warehouse 


Cincinnati, O., Jan. 3.—Opening 
of a new warehouse at 601 Newbu 
St.,.Boston, is announced by Alum 
num Industries, Inc., manufactures 
of Permite Products. 

The new warehouse, from which 
distribution was started Jan, 2, will 
furnish a complete service on the 
entire line of Permite automotive 
engine replacement parts to New 
England and several points in east- 
ern New York. 

B. F. Farrell is in charge. 





The News of Automotive Advertising 
By GERRY SCHURMAN 


Opening Gun 


Arranging one of the heaviest January newspaper cam- | 
paigns in Graham history, F. R. Valpey, general sales | 
manager, and Lansing W. Thoms, director of districts, | 


left Detroit Wednesday on a 


tricts to hold sales meetings. 
merchandising plans will be disclosed at the meetings, 


it is said. 


In confirmation of merchandising plans announced 
newspapers will be the@————— 


earlier, 
medium to carry the sales mes- 
sage. The present campaign, 
Valpey said, is the opening gun. 


More Than Ever 

Pittsburgh Plate Glass in 1936 
will spend “more than ever” for 
advertising and will inaugurate 
an institutional campaign to aug- 
ment its product advertising. 

Radio programs, newspapers, 
magazines, billboards and litera- 
ture will be used in the campaign. 
Approximately two-thirds of the 
institutional budget will be spent 
on radio, and starting in Febru- 
ary, the company will sponsor a 
series of weekly, half hour con- 
certs by the Pittsburgh Symphony 
Orchestra, to be heard every 
Thursday evening at 8:30, EST, 
over the NBC Blue network. 


In This Corner| 


(Continued from Page 6) 


tions regarding used car stocks and 
every one said he “had the situa- 
tion well in hand!” One went as 
far as to say that his inventory 
was 200 cars more than at this time 
last year! I happen to know the 
dealer and I also happen to know 
jthat he has one used car problem 
that is extremely serious. 

We all know that volume of used 
cars is not the problem. We all 
know that we can sell all the used 
cars we take in. We all know that 
the serious feature of the used cars 
is the PRICE THAT THE DEALER 
WAS FORCED TO ALLOW FOR 
THEM. 

We all know that these high al- 
lowance price used cars in our stock 
comprise our problem. We all know 
that there are five men waiting to 
buy every used car in every dealer’s 
stock in the United States the mo- 
ment the PRICE on the used car is 
satisfactory. 

The manufacturers are in stiff 
competition with each other in new 
car list prices. The high allow- 
ances on used cars force new car 
cut prices, and temporarily have 
served through the fall to load the 
retail dealers with the largest all 
time stocks, not only of used cars, 
but high priced used cars. 

The new car potential today is 
twice as large as it has ever been, 
but ask any dealer how many ap- 
praisals he turns down every day. 
Does every one of the turned down 
appraisals eventually revert to a 
new car delivery? 

IT DOES NOT and why it does 
not is because the appraiser says, 
“Let him go somewhere else and sell 
his car.” And never suggests to the 
sales manager or salesman to follow 
him up and get his car at the right 


Chicago’s December Sales 


Highest in 


Chicago, Jan. 3—December| mal 
wound up in a blaze of glory 
from a new car sales standpoint 
in Chicago, with Cook county 
registrations for the month hit- 
ting the dizzy total of 9,345 units 
as compared with 5,549 for No- 
vember and 1,908 for December 
of the previous year. 

It was the biggest final month 
in history by far. The nearest 
approach was 1,968 new cars in 
December, 1929. 

The official R. L. Polk & Co. fig- 
ures, released today, also revealed 
that the grand total of new car 
registrations in Cook county for 
1935 amounted to 92,152 units, as 
against 58,964 for the 12 months 
of 1934. 

The sensational December rec- 
2rd in which practically every 
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tour of eastern regional dis- | 
Extensive first quarter | 


price. No! nine out of 10 continue | 
to drive the old car because sales | 
effort, and that is what sells cars, 
has completely stopped. 

Why does a dealer need a sales 
force —and what a pitiful position 
the salesman today occupies? He 
can’t exert his sales effort on any 
body but the man he works for. 
How can he? The business he con- 
summates is merely the used cars 
his dealer cares to buy! 

The Detroit News and Detroit 
Free Press in today’s issue (Sunday, 
Dec. 29, 1935) have not one solitary 
inch of new car advertising. But 
each paper devotes an entire page to 
factory news, production publicity, | 
new body construction, etc. In the 
same paper are THREE PAGES of 
used car ads and NOT A LINE OF 
USED CAR PUBLICITY! Still the 
retail automobile dealers are among 
their largest customers! 

No, don’t think I object to new 
car publicity. That’s absurd, but 
not as absurd as the fact that the 
absence of the essentials of moving 
used cars, for the purpose of mov- 
ing new cars'is kept from any pub- 
licity, except for the frantic adver- 
tising by dealers in the same papers; 
and the advertised sale prices are 
generally so far above actual values, 
as to discourage used car buyers 
from ever becoming interested! 

In the same papers “Help Wanted 
—Salesmen Column,” almost an en- 
tire column of frantic dealers ap- 
peal to the public for help to sell 
mostly used cars! One dealer says, 
Must know values from A to Z.” 


Another wants “75 part time sales- | 


men.” My God! has it come to 
pass that the fly-by-night, part-time 
salesman must supplant the finest 
type of specialty salesman the world 
has ever known? Goodness knows 
that the salesman is in the toughest 
spot he has ever occupied—with the 
high allowance dealer and the high 
allowance customer. If the cus-| 
tomer doesn’t get his commission, | 
the dealer takes it away from him | 





because the allowance is too high! 

The light of publicity on the} 
conditions would go a great distance | 
toward solving the profit possibility | 
of the dealer and the salesman. But | 
better still your paper and also the} 
local papers all over the country | 
can be instrumental in correcting 
these conditions. | 

We read the market quotations on | 
stocks, live stock, poultry, provisions 
and every other thing on earth that 
is bought and sold, notwithstanding 
the fact that used cars are one of 
the largest money volume commodi- 
ties, actual sales prices in any com- 
munity in the United States are 
never published. 

Don’t you think that as one of 
the representative trade periodicals 
of the industry, you should initiate | 
such a movement? It would prob- 
ably be the greatest circulation get- 
ter that you could employ.—George 
M. Taylor, Taylor’s, Inc., Detroit. 


n City’s History 


make of car shared was largely 
attributed to the sales stimulus 
of the Chicago automobile show 
the previous month. Ford led the 
field with 2,156 units. Chevrolet 
was second with 1,559, Plymouth 
third with 1,211, Dodge fourth| 
with 958, Oldsmobile fifth with 
771, Buick sixth with 657 and 
Pontiac seventh with 533. 

In order followed Hudson-Ter- 
raplane with 303, Packard with | 
261, Chrysler with 206, Nash-La- | 
Fayette with 161, De Soto with| 
150, Studebaker with 148, Cadil- | 
lac-LaSalle with 124, Graham| 
with 44, Auburn with 29, Lincoln- | 
Zephyr with 28, Lincoln with 13, 
Hupmobile with 10, Reo with nine, 
Willys with eight, Pierce-Arrow | 
with three and miscellaneous with 
three. 





FINGER NAILS AND THUMB tacks mark the spots where 
Felix Doran jr. and H. B. Hatch, Chevrolet’s assistant general sales 
managers in charge of the western and eastern halves of the country, 
will stage the first of a series of meetings to be held in important | 
centers as each makes a wide swing through his territory. 
leave Detroit next week, and roll up a combined mileage of 10,000 | 


before they return. 


Sparks » 


They will | 





Chris 
Sinsabaugh 


(Continued from Page 1) 


employed 400 Lansing men 
handle the cars shipped from the 


factory. 
* * * 


THERE COMES to this desk a} 


new book, “The Lincoln High- 
way.” It’s published by Dodd, 
Mead & Co., of New York and is 
anonymously written. However, 
a little bird tells me that the per- 
son who guided the literary pen 
that wrote this history of our 
great transcontinental highway 
was none other than Gael Hoag, 
for many years field secretary 
and later secretary of the Lincoln 
Highway Assn. 

Better late than never, but 
this book should have been out 
five years ago. As you might an- 
ticipate from the title, it is the 
“story of a crusade that made 
transportation history” and de- 
serves to go down to posterity, for 
our grandchildren are going to 
want to know how come the great 
transcontinental trail. 


* * Eg 


THE LINCOLN HIGHWAY 
Assn. is in status quo. Its work 
is practically finished, but it 
stands hard by in case additional 
help is needed. Frank Seiberling, 
president of the tire company 
bearing his name, and formerly 
president of Goodyear, still is 
president of the association. 


That being the case, an old 
timer gets a big kick out of 
reading the book. The original 
pathfinder of the route that later 
was called the Lincoln Highway, 
William S. Gilbreath of the Auto- 
mobile Club of Michigan, is hon- 
ored by being given the front- 
ispiece. Henry B. Joy, former 
president of Packard and in the 
early days the spark of life for 
the project; Roy D. Chapin, presi- 
dent of Hudson; Alvan Macauley, 
president of Packard and other 
automobile executives are given 
credit for the parts they played. 
And of course, Carl G. Fisher, 
who conceived the idea in the 
first place, is put on a pedestal 
and honored for what he did, 
which was aplenty. Also I find 
that the automobile industry it- 
self contributed something like 
$4,000,000 to the promotion. With- 
out this help the Fisher 
would have died aborning. 


* *x eg 
MEBBE YOU HAVE forgotten 


it, but there is one Detroiter 
who played a most prominent 


to. 


idea 


| 
| 


part in the development of the | 


Lincoln Highway—Austin F. Be- 
ment, now of the advertising firm 
of Grace & Bement, who for 
years was vice-president and sec- 
retary of the association. When 
the trail was practically com- 
pleted, Bement retired and be- 
came an agency man. That his 
work is not forgotten is demon- 


strated by the letter written him | 





just before the book came out by 
President Seiberling. It said: 


“All great projects must be con- 
ceived, then visualized and finally, | 
executed. The Lincoln Highway, | 
as an idea, took definite form and | 
became a reality under your plan | 
of execution. 


“You deserve credit for the} 
manner in which you wrought | 
the completion of this great pro- | 
ject. We owe you a debt of 
gratitude for your untiring ef- 
forts in advertising, publicizing | 
and selling the Lincoln Highway 
to the American public.” 


* * * 


IN THE EARLY DAYS of mo- 


toring, say 20 or 25 years back, | ° . 
the car owner himself did more | ticularly gasoline, 


than the industry in the way of | 
working for good roads, proving | 5¢t up, the patrolmen have the 


that automobiles really could run, 
fighting adverse legislation and 
the like. Owners took a keen in- 
terest in these fights. And were 


the automobile’s greatest sales- l to stop smuggling of non-tax-paid 


men. 
One of the outstanding figures 


in those days was the late Sidney | 


S. Gorham, prominent Chicago 
lawyer who died the other day. 
So far as Chicago and Illinois 
were concerned no one stood out 
stronger as a motor leader than | 
he. He was back of everything | 
pertaining to motoring. He | 
framed the present Illinois motor | 
bill and in recognition of this | 
fact he was given No. 1 license | 
tag which he heid over the years 
up to his death. 

In the passing of Mr. Gorham 
the American Automobile Assn. 
and the Chicago Motor Club lose 


| farmer these days, 


| that 


|now that the stuff 
| being publicity. 


| establish 
| movable 


|of control will 





1y 


a most powerful and influential 
member, and I lose an old, old 
friend. For I knew him when. 


* * * 


EVERYONE—MEBBE, that in- 
cludes even the purchasing 
agents in the automobile busi- 
ness—is making love to _ the 
for he looms 
up as just about the best cus- 
tomer the industry has at present. 
So it seems a break for the car 
manufacturers and their dealers 
the Midwest Farm Paper 
Unit, made up of Wallace’s 
Farmer and Iowa Homestead, 
Prairie Farmer, Nebraska Farmer 
and the Wisconsin Agriculturist 
and Farmer should have the 
happy idea to put out something 
unique, a farm auto show num- 
ber, just like the ones issued by 


| the metropolitan dailies. 


I have been given a peep at the 


| editorial matter that is to appear 


in this unique issue, through the 
courtesy of Gordon Broholm, the 
spark plug of the promotion in 
Detroit, and I'll tip it off to you 
is far from 
It’s aimed to 
give the farmer a definite knowl- 
edge of the features of the new 
cars, along with other matter of 
a motor educational calibre. And 
this big issue, with a coverage of 
1,170,000 is to be out Feb. 15. 


‘Colorado May 
Have Entry Ports 


Denver, Colo. Jan. 3.—The 
possibility of setting up a ‘system j 
‘of ports of entry along the borders , 
of Colorado will be discussed at/ 
the next meeting of the state 
motor courtesy patrol board. Pro- 
vision for such a system is made 
in the law creating the courtesy 
patrol. 

Under the law it is possible to 
either permanent or 
inspection stations at 
ports of entry along the state 
border to halt the movement of 
non-tax paid commodities, par- 
into the state. 
If such inspection stations are 


right to stop any vehicle coming 


| into the state and examine the 
| cargo it carries. 


Proponents of the law advo- 
cated this feature as doing much 


commodities into the state. It also 
was advocated as a check on 
stolen automobiles. 

It also was said that the board 
consider raising 
the membership of the patrol 
from its present number of 35 


|patrolmen to the 50 permitted 


under the law. 


N. C. Plates 


Raleigh, N. C., Jan. 3.—The state 
motor vehicle division reports that 
the sale of 1936 automobile license 
plates throughout North Carolina 
had reached a total of 48,834 pairs 
through Saturday, Dec. 21, as com- 
pared with 45,515 pairs on the cor- 
responding date of last year. 
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48TH STREET AT LEXINGTON AVE.,NEW YORK 


Where to stop when you go to New York. 800 
rooms with bath, $3 and up. Dinner and Supper 
dancing with OZZIE NELSON and his orchestra. 


Charles E. Rochester, Mgr + National Hotel Management Co., Inc + Ralph Hitz, President 





FRIENDS 


Making money : - 


pleasantly 


and the individual dealer so agreeable, that the 


path of Chevrolet dealers is more than ordinarily 


eau THE MAIN REASON for handling any 
automobile franchise is, of course, to 
make money; and the whole trade can testify that 
Chevrolet dealers make very substantial profits. 
But it is also important to make money pleasantly, 


and Chevrolet dealers accomplish this purpose, too. 


The merits of Chevrolet products are so genuine, 
the attitude of the millions of Chevrolet customers 


so friendly, and the relations between the factory 


smooth. 

There are human as well as monetary rewards in 
their relationship with Chevrolet, which are best 
described in a Chevrolet dealer’s 
‘‘When you have the Chevrolet franchise, you have 
friends !”” 


CHEVROLET MOTOR COMPANY, DETROIT, MICH. 


own words: 


urther advantage of the new G.M.A.C. 6% Plan—the 


6° NEW GREATLY REDUCED G.M.A.C. TIME PAYMENT PLAN 


0 Now Chevrolet dealers have the f' 


most convenient, most economica 


and easiest to understand of any time payment plan. 


CHEVROLET 


A GENERAL 


MOTORS 


VALUE 





